FUSE USERS BUY THEM 


— because the “Lag Plates” on the link 
prevent BUSS Super-Lag Fuses from 
cede as often as old fashioned fuses. 


These “Lag-Plates” produce a time- 
Jag long enough to give many of the 
harmless overloads or temporary cur- 
rent surges, a chance to “clear them- 
selves” without blowing the BUSS Fuse. 


This prevents machines shutting down; 
eeps workmen on the job and saves 
ime and money. 


| Can a user afford to buy any 
other fuse at even half the cost? 


ELLER IED ONE 


JUNE, 1933 


YOU CAN SELL MORE FUSES 


by pushing BUSS Super-Lag Fuses because the 
user finds that they save him time and money 


— AND YOU MAKE A FULL PROFIT 


because you don’t have to chisel — users are 
willing to pay a fair price to get them. 


BUSSMANN MANUFACTURING COMPANY 7 ST. LOUIS, MO. 
A Division of the McGraw Electric Company 


BUSS SUPER-LAG FUSES 








EFFERSON high power factor transformers em- 

body the construction of standard luminous tube 
transformers and vary only in that a capacitor has 
been added. ‘This corrects the power factor of the 
sign when normal tube footage is applied to a value 
high enough to be acceptable to utilities. 


The capacitor is treated and filled with a liquid 
insulation which is non-inflammable and _ non- 
explosive. This type of capacitor has given excep- 
tionally good service over a long period. Proper 
heat insulation shields the capacitor from the trans- 
former so that it operates at comparatively low 
temperatures, thus making unnecessary special 
means of ventilation. 


As the transformer itself incorporates the mid- 
point grounded balanced design developed and 
pioneered by Jefferson Electric, long life and care- 
free operation are assured. 

* * K 

Write for literature giving details on all types of 
Jefferson Transformers, for use with luminous tube 
signs and illumination. 


JEFFERSON ELEcTRIC COMPANY 
Bellwood (Suburb of Chicago) Illinois 





Jefferson Type 724 
High Power Factor 
Sign Transformers 


These transformers are now avail- 
able for 5,000, 7,500, 9,000, 
12,000 and 15,000-volt secondaries. 






Luminous lube 
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WE BELIEVE 
THAT— 


Electrical Wholesalers 
should 


1. Economize 


By maintaining strict credit 
policies, adopting budgetary 
control and eliminating from 
their operations all wasteful 
practices. 


2. Localize 


By confining efforts within 
that territory which can be 
served at a profit and by co- 
operating in the solution of 
local problems through local 
wholesaler associations. 


3. Specialize 


By concentrating sales efforts 
on selected markets, com- 
modities and accounts. 


4. Advertise 


Their services and their com- 
modities consistently to their 
trade. 


5. As an Industry 


Adopt uniform accounting 
methods and uniform cash 
discounts, undertake distribu- 
tion cost studies and promote 
a better appreciation of the 
services rendered by whole- 
salers. 
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The New Significance 
of the Trade Association 


HE “New Deal” for business, promised 

by the National Industrial Recovery Bill, 

will be largely built around the trade asso- 
ciation. To these organizations will be given 
the task of (1) preparing Codes of Ethics for 
their respective industries and (2) of enfore- 
ing discipline, on behalf of the government, 
within their industries. Thus trade associa- 
tions will be called upon to play a leading roie 
in the conduct of American business. They 
are about to enter upon a new era of service 
to industry. 

This month ELECTRICAL WHOLESALING ob- 
serves this new era by holding within its 
pages a “Spring Convention” of local associa- 
tions of electrical wholesalers, by commemo- 
rating the Silver Jubilee of the N. E. W. A. 
and by publishing the photographs of the re- 
cently appointed Industry Commissioners. 

Never before has there been held a conven- 
tion of local wholesaler groups. In the ab- 
sence of a Hot Springs meeting this year, we 
proposed to the officers of these groups that 
they contribute to a “Convention-on-Paper,” 
that they write the things which they would 
say if they were gathered together in a round- 
table discussion of their experiences and their 
problems. Their response was immediate and 
enthusiastic. The cooperation extended by 
Messrs. Hawks, Little, Alexander, Eiseman, 
Robinson, Byrne and Epstein in the prepara- 
tion of the following “papers” will, we hope, 
result in a better appreciation of the value of 
local organizations and lead to the formation 
of many similar wholesaler groups in other 
cities. 

These local associations are doing a most 
constructive work within their communities. 
At their meetings, competing wholesalers 
come to know and have confidence in each 
other. It has become harder for the “chisel- 


ing’ type of buyer to play one wholesaler 
against another. These groups are respon- 
sible for a new conception of the rights of the 
wholesaler and of the value of his services on 
the part of the utilities, contractors and man- 
ufacturers’ representatives with whom they 
are in daily contact. They are successfully 
meeting local problems which require local 
action. 


WENTY-FIVE years ago, at Niagara 

Falls, Ontario, the Electrical Supply 

Dealers Association was reorganized as 
the Electrical Supply Jobbers Association 
which, in 1928, became the National Elec- 
trical Wholesalers Association. This Asso- 
ciation may well point with pride to its con- 
structive record of accomplishments over the 
past quarter of a century. We are indebted 
to Mr. Tolles and his staff for the summary 
of these activities on page 23. May it give 
to our readers a new conception of the value 
of the N. E. W. A. to the industry. May it 
encourage them to give the Association 
immediate support under the National Indus- 
trial Recovery Bill. 

‘The Administration is moving with incred- 
ible speed. Industry must move equally as 
fast. The N. E. W. A. is ready. It has proved 
its competence. It needs the immediate au- 
thorization of each wholesaler, member and 
non-member alike, to act for him under the 
new law lest the government, itself, enforce 
rules that may prove impractical. 

And now for the “Spring Convention” 
of local electrical wholesaler associations. 
Please turn to the next page. 


Pel a ee | 


EDITOR 























Introducing 


JULIAN A. HAWKS 


Managing Director 


J 

“Osviousty the promotion of business recovery 
awaits industry programs for that purpose. The effective- 
ness and success of these national programs will be gov- 
erned by the manner in which they are applied to locali- 
ties. The E.E.W.A. and other local associations are the type 
of agencies that can and will assume this responsibility" 


Eastern 


Electrical Wholesalers Association 


HILE the Eastern Electrical 
Wholesalers Association is some- 
times referred to as the “pioneer” 


local wholesaler association, it was not or- 
ganized with the expectation of enjoying 
that distinction. The fundamental need of 
such an organization was based upon the 
realization that the most serious profit ruin- 
ing problems, disturbing wholesalers located 
in what is commonly called the metropoli- 
tan district, were due entirely to the pecu- 
liarities of that area. Thus it was, in De- 
cember, 1929, when seven New York City 
wholesalers first discussed the formation of a perma- 
nently established local cooperative agency. 

No other section of the country could be faced with 
more discouraging obstacles and difficulties than those 
which confronted this small organizing committee. 
There was not, at that time, the slightest indication that 
anticipated antagonisms would be augmented by three 
years of uncontrollable business demoralization. The 
manner in which the E. E. W. A. justified its existence 
during this four year “acid test” is reflected in a pres- 
ent day membership support stronger than at any other 
time in its existence. More important than that is the 
fact that, as an organization, it has earned the respect 
and cooperation of other branches of the industry and 
thereby increased its own efficiency. 

Circumstances will not permit the detailed descrip- 
tion necessary to do justice to either the E. E. W. A. or 
the value of similar organizations in other sections of 
the country. It would seem far more practical to men- 
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tion a few of the problems that existed in 
the metropolitan district prior to the time 
when the E. E. W. A. was formed. The 
Association’s survival and increased strength 
are the best indications of results produced. 
In the absence of the E. E. W. A. ac- 
curate and reliable trade information was at 
a premium. Rumor and misinformation 
were accepted as facts. The existence of 
irresponsible customers was encouraged by 
the extension of credit on a competitive 
basis. Ambitious purchasing agents and 
unscrupulous manufacturers’ salesmen in 
contact with wholesalers’ customers, realizing the ex- 
istence of personal animosities and competitive antag- 
onisms, used one wholesaler against another and in 
many instances prices that were “met” never existed. 
In the face of this type of situation no one can deny 
that one of the principal values of any local whole- 
salers’ association are the frequent and convenient op- 
portunities provided for personal contacts between 
competitors. The E. E. W. A. is based upon this prin- 
ciple and the charter legalizing its existence specifically 
states as its primary object “to procure and diffuse 
accurate and reliable information concerning the per- 
sons, firms and corporations with whom its members 
do, or propose to do, business.” Under these circum- 
stances it is easy to understand how time and frequent 
contacts could develop a general realization that “live 
and let live’ was a far more profitable business prin- 
ciple than “self preservation is the first law of nature.” 
A practice that has cost wholesalers and manufactur- 
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!. Jaffe J. Kurzon 
Past-president 


Governor 


ers many thousands of dollars is 
the innocent looking “Bargain 
Sheet” with one or two “bait 
items.” These mail-order at- 
tempts to entice trade have never 
been productive of anything but 
price adjustments some of which 
have been absorbed by manufac- 
turers. A _ representative local 
wholesalers’ association unani- 
mously condemning such a prac- 
tice could bring affected locali- 
ties considerable relief. 

Another problem, typical of 
the type that must depend upon 
organized local cooperation for 
solution, is that which involves 
the merchandising activities of 
local utility companies. The 
E. E. W. A. decided over a year 
ago that competition from the 
utilities prevented profitable 
wholesale and retail distribution 
of merchandise and appliances. 
With a demonstrated distaste for 
legislative regulation the situation 
was explained and discussed with 
the local companies and what was 
at that time the National Elec- 
tric Light Association. In spite 
of considerable opposition, and 
after 12 months of effort, the 
utility companies of greater New 
York have announced that on 
and after July 1 of this year, 
they will not sell anything but 
electrical energy. 

The indiscriminate creation of 
additional competition in areas 
already oversupplied with whole- 
salers is, in many instances, due 
to the indifference of wholesalers 
already in existence. Depart- 
ment and novelty stores would 
not be wholesale buyers and re- 
tail distributors of desirable elec- 
trical items if manufacturers 
could obtain cooperative assist- 
ance in the solution of their dis- 
tribution problems. Profitable 
improvements in these and many 
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other situations can be worked 
out if and when wholesalers in- 
vest the effort necessary to pro- 
mote proper local cooperation. 

One form of government is 
practical for the nation but towns 
and municipalities are governed 
in whatever manner residents of 
various communities decide is to 
their best interests. Industry 
regulation today must be on the 
same basis. In this connection 
and, because conditions vary with 
localities, it would serve no pur- 
pose to include in this brief story 
a detailed explanation of the 
manner in which the E. E. W. A. 
is managed and operated. 

Wholesalers in Philadelphia, 
Boston and Chicago have come to 
us for assistance in forming simi- 
lar local organizations in their 
own cities. We have gladly ex- 
tended them every cooperation 
and hope that we will have the 
opportunity of rendering simi- 
lar cooperation to the electrical 
wholesalers in those areas which 
are yet to be organized. 

To conclude with a thought 
for the future. President Roose- 
velt has indicated that stabiliza- 
tion of business conditions is a 
responsibility that each industry 
must assume for itself. Another 
observation in the ““New Deal” is 
that the laws governing the con- 
duct of business were never in- 
tended to “mother” cut throat 
competition. Obviously the pro- 
motion of business recovery 
awaits industry programs for 
that purpose. The effectiveness 
and success of these national 
programs will be governed by 
the manner in which they are 
applied to localities. The E. E. 
W. A. and other local associa- 
tions are the type of agencies 
that can and will assume this 
responsibility. 























Introducing 


A. M. LITTLE 


Chairman 


/ 

"lie should be active, self-contained organizations 
such as ours spread all over the country, each operating with- 
in its natural geographic territory. There should be a group 
formed of one representative from each of these organized 
groups throughout the nation, through which national cases 
could be discussed and national activities decided upon 
and passed back to the various local groups for action" 


Mohawk Valley Club 


very natural outgrowth of prevailing conditions and 

of the experiences of practically all of its members. 
Overlapping territorial activities of the various mem- 
bers had created conditions that could always be talked 
over to mutual advantage. Policies adopted by public 
utilities were frequently and unintentionally interfering 
with the natural and proper functions of wholesalers. 
Policies of manufacturers created conditions and 
brought about results that could be straightened out 
only through cooperative efforts with the manufacturer 
involved. 

Only through cooperative efforts and concerted ac- 
tion, we believed, could difficulties in the industry be 
properly brought to the attention of those responsible 
for them. Utilities and manufacturers undoubtedly 
were, and are now, anxious to have made plain to them 
through proper channels the difficulties in the industry, 
its needs, and the viewpoint of others as to the proper 
way to remedy them. 

With all these problems running through the minds 
of all of the wholesalers operating throughout New 
York State, exclusive of the metropolitan district, there 
developed a frequently expressed belief in the need 
for some sort of organization through which these vari- 
ous matters could be cleared. As a result, a meeting 
was called of all representative electrical 
wholesalers in the territory involved for Feb- 
ruary 18, 1931. This meeting was held in 
Syracuse. 

Approximately 30 members representing 
well organized wholesalers throughout the 
territory and perhaps 80 per cent of the en- 
tire business, attended this meeting.. As a 
result the Mohawk Valley Club was organ- 
ized with members, officers, and committees, 
which are now operating as shown on the 
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opposite page. At this first meeting two matters were 
promptly decided upon: 

1. That there should be no official discussion of prices 
or of price maintenance. 

2. That we should confine our activities only to such 
matters as could be actually carried through to a satis- 
factory conclusion. 

It developed throughout the discussions that practi- 
cally every subject that arose affected our relations with 
our suppliers or manufacturers, our relations with con- 
tractors or dealers, and our relations with central sta- 
tions or public utilities. It was therefore decided to 
appoint three committees through which all matters af- 
fecting these contacts should be cleared. Thus we have 
our Committee on Manufacturer Relations, our Com- 
mittee on Contractor Dealer Relations, and our Com- 
mittee on Central Stations Relations. 

Membership on committees was planned to take into 
consideration the national as well as the independent 
houses and to have corresponding membership on each 
committee in each city. Thus any wholesaler, in any 
city, wishing to take up any matter that affects our 
relations with manufacturers, with contractors or deal- 
ers, or with central stations, would simply have to dis- 
cuss the matter with his local member of that particular 
committee. As a result, that particular committee mem- 
ber would be in a position to pass along sug- 
gestions to the committee chairman backed 
by the benefit of consideration of the sub- 
ject by all of the members in his city. 

Some time ago conferences were held with 
the two utility companies which serve most 
of the territory in which our members oper- 
At these meetings we successfully im- 
pressed the executives of these utilities with 
the valuable services which we, as_ whole- 
salers, were rendering their companies. 


ELECTRICAL WHOLESALING 








Executive Committee 


D. B. White, secretary, Buffalo 
General Electric Supply Corp. 
C. Maier, Rochester 
General Electric Supply Corp. 
C. Russell, Albany 
Esco Electric Supply Co. 
E. C. Wehle, Binghamton 
Southern N.Y. Elec'l Sup. Corp. 
D. A. Hughes, Utica 
Langdon & Hughes Electric Co. 





Manufacturers’ Relations 


Committee 
A. M. Little, chairman, Syracuse W. H. Hall, chairman, Syracuse 
A. M. Little Co. Baldwin-Hall Co. 


J. A. Hughes, Utica 
Langdon & Hughes Electric Co. 
Karr Parker, Buffalo 
McCarthy Bros. & Ford 
F. E. Webb, Rochester 
ReQua Electrical Supply Co. 
J. Portley, Albany 
Graybar Electric Co. 
L. A. Woolley, Buffalo 
L. A. Woolley, Inc. 


Contractor-Dealer Relations 
Committee 
H. |. Sackett, chairman, Buffalo 
H. |. Sackett Electric Co. 
J. A. Royce, Rochester 
Graybar Electric Co. 
G. W. Henzel, Albany 
Electric Supply & Equip. Co. 
J. A. Isaacs, Syracuse 
City Electric Co. 
1. E. Greene, Binghamton 
Southern Tier Electrical Sup. Co. 
L. Moore, Watertown 
Warren J. Greene, Inc. 


Central Stations Relations 


Committee 
K. L. Thielscher, chairman, Buffalo 
Graybar Electric Co. 
F. Walton, Rochester 
Westinghouse Electric Sup. Co. 
E. A. Jones, Albany 
Havens Electric Co. 
K. Gorke, Syracuse 
H. J. Gorke, Estate 
E. C. Wehle, Binghamton 
Southern N. Y. Elec'l Sup. Corp. 
D. A. Hughes, Utica 
Langdon & Hughes Electric Co. 








While it is true that lines of de- 
markation between all classes of 
business are fast being broken down, 
yet those in the electrical business 
will believe that their business seems 
to have been more subject to this 
than others. Those in our industry 
who give the matter any considera- 
tion at all must be very much con- 
cerned over the division of the busi- 
ness that is continually going on. 
This division is not only reducing 
our activities geographically, but also 
affects the possible outlets that are 
available to us now, or that will be 
available to us later on as these out- 
side influences work into our indus- 
try more and more. 


It seems vital, therefore, that 
something be done by the accepted 
and oldest type of electrical whole- 
saler to conserve not only his busi- 
ness, but the field in which he is able 
to operate. This can be done only 
through organized effort. I do not 
see that any group effort along this 
line has yet been taken by any or- 
ganization in the industry. The elec- 
trical wholesaler, as a unit and as 
an organization, seems to have been 
certainly lacking in sensing the ad- 
verse conditions surrounding him. 
Organizations, both national and 
otherwise, have wasted years of time 
over odds and ends of details that 
could possibly have been well taken 





Albany Members 
Electric Supply & Equipment Co. 
Esco Electric Supply Co. 
Graybar Electric Co. 
Havens Electric Co. 
Westinghouse Electric Supply Co. 


Binghamton 


Southern N. Y. Electrical Sup. Corp. 


Southern Tier Electrical Supply Co. 


Westinghouse Electric Supply Co. 


Buffalo 
General Electric Supply Corp. 
Graybar Electric Co. 
McCarthy Bros. & Ford 
H. |. Sackett Electric Co. 
L. A. Woolley, Inc. 


Fort Edward 

Sacandaga Electric Supply Co. 
Kingston 

Canfield Supply Co. 
Niagara Falls 

General Electric Supply Corp. 
Rochester 


General Electric Supply Corp. 
Graybar Electric Co. 
ReQua Electrical Supply Co. 


Westinghouse Electric Supply Co. 


Syracuse 

Baldwin-Hall Co. 

City Electric Co. 

Conduit Electric Supply Co. 

H. J. Gorke, Estate 

Graybar Electric Co. 

Langdon & Hughes Electric Co. 

A. M. Little Co. 

John S. Maxson Co. 

Westinghouse Electric Supply Co. 
Utica 

Langdon & Hughes Electric Co. 

Miller Electric Co. 

Westinghouse Electric Supply Co. 
Watertown 


Warren J. Greene, Inc. 








care of by individual houses, and 
have left untouched activities that, 
had they been undertaken years ago, 
would have left the electrical whole- 
saler in a much stronger position 
than he is today. 

ELECTRICAL WHOLESALING and 
other trade papers have time and 
again brought this condition to the 
attention of the industry but I can- 
not see that anything has been done 
to remedy the situation. As the in- 
dustry now stands there is an enor- 
mous amount of direct buying and 
direct selling. A large portion of the 
business on major appliances is 
transacted by others than those 
whom we understand as regular 
wholesalers. 

Individual houses have occasion- 
ally made some efforts to overcome 
these encroachments, but only by 
concerted efforts throughout the in- 
dustry can real results be attained. 
There should be active self-contained 
organizations, such as ours, spread 
all over the country, each operating 
within its natural geographic terri- 
tory. There should bea group, formed 
of one representative from each of 
these organized groups throughout 
the nation, through which national 
cases could be discussed and national 
activities decided upon, and passed 
back to the various local organizations 
for action. 
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R. F. ROBINSON 


Secretary 


The program of this Association for the year 1933 
is a very comprehensive one. Its efforts are being ex- 
erted to enforce the Federal Trade Practice Rules 
within its area. 
saler can rightfully ignore his moral obligation to 
cooperate with his fellows in the industry in estab- 
lishing and maintaining sound economic practices 


It believes that no electrical whole- 


Puget Sound 


Electrical 


salers Association was the direct result of a series 

of industry meetings which were held from time 
to time over a period of nearly two years. These meet- 
ings were of an informal nature and to them were in- 
vited not only all those engaged in the distribution of 
electrical merchandise at wholesale, but also all of the 
manufacturers or their representatives. The majority 
felt that it was desirable to organize on a formal basis 
and we proceeded to do so by sending to Judge Ackerly, 
counsel of the N. E. W.A., for a suggested constitution 
and by-laws which were adopted at a meeting held in 
Seattle on December 1, 1931. Also at this meeting, offi- 
cers were elected and committees appointed so that this 
meeting actually marked the beginning of the activities 
of the Association. 

General meetings have been held approximately every 
three months since that time and invitations for each 
meeting have been sent out to approximately 150 mem- 
bers of the industry in this territory. All meetings have 
been held in the evening, starting with dinner at 6:30 and 
followed by the business session. We have had an at- 
tendance of from 30 to 50 at these meetings with a 
considerable general interest exhibited in the work being 
done, not only by the members, but by others in the 
industry who have not actually associated themselves 
with us as yet. 

Executive committee meetings are held more fre- 
quently at which various matters of interest are brought 
up for discussion and such action taken as seems de- 
sirable in each case. 

One of the activities of the Association which we feel 
has been useful in keeping its work before the members 


8 


| = formation of the Puget Sound Electrical Whole- 


Wholesalers Association 


of the industry has been the issuance of bulletins which 
have been mailed out to the entire industry in this terri- 
tory, approximately once each month. The extracts 
from these bulletins which conclude this paper will give 
an idea of the work which we are trying to carry on. 

Some of the objects upon which we are working at 
the present time are listed on the opposite page. Some 
of these, of course, are entirely local in every aspect, 
but others are of a general nature which should be 
of interest to all members of the industry regardless of 
their location. 

We are proceeding on the sound fundamental that 
anyone desiring to do so has the legal and moral right 
to engage in the electrical wholesale business. Our 
Association is open to all such. All we ask is that he 
carry on his business in accordance with such rules and 
regulations as the industry organization may establish. As 
yet we have no power to enforce the Association’s de- 
crees and all we can do is, by precept and example, to 
persuade all engaged in the industry here to conduct 
their own business in a constructive manner. 

We are hopeful that the day will come when it will 
be lawful to enter into agreements 
and that such agreements will be 
enforceable in the courts. Until then, 
we will make such use as is possible 
of the Federal Trade Practice Rules 
for our industry and get what we 
can out of that. The rules are en- 
forceable against the national com- 
panies engaged in inter-state com- 
merce and that is all. The local 
wholesalers may voluntarily accept 
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|. Elimination of free cartage or limitation within free de- 
livery zone, also limiting deliveries to certain hours, say 
10 A. M. to 3 P. M. 

2. Elimination of collect telephone and telegraph messages. 

3. Elimination of quotations extended and totalled, but 
with unit prices only. 

4. Elimination of quotations f.o.b. customers’ destination, 
except to Federal, State and Municipal Governments. 

5. Small 
boxes, covers, locknuts, bushings, etc., priced each in 
even cents, such as our published prices. 


quantity prices for all commodities, including 


6. Meetings for members of our Industry to be open to 
all wholesalers, real, fancied, self-determined or other- 
wise. In other words, meetings to be open to all those 
who claim to be engaged in the distribution of elec- 





Present Activities Are Directed To 


trical merchandise at wholesale, and therefore members 
of our Industry. 

7. The $50 net assortment on Wafflemasters and Ironmas- 
ters is objectionable. 

8. The 20 carton combination on schedule material is ob- 
jecticnable and all these combinations are merely de- 
vices for meeting the kind of competition that may 
exist in California and elsewhere but is rapidly being 
eliminated in Seattle, Tacoma and Portland. 

9. The elimination of special prices on flashlights and bat- 
tery material to so-called large industrial buyers. 


10. All $10 and $50 net assortments, by means of which car- 
ton and standard package prices are given, are objec- 
tionable and are only devices for meeting competition, 
as mentioned in item 8 above. 














and conform to them but the Federal 


When the wholesaler accepts such 





Trade Commission has no jurisdic- 
tion. 

We feel that the good citizens 
engaged in the industry are entitled 
to protection against the destructive 
elements in the business and we 
shall use all the moral forces and all 
the persuasive power of our Asso- 
ciation legally to secure such protec- 
tion. We expect manufacturers will 
cooperate with us, finding that all 
and every one under the Seattle plan 
have equal opportunities and that no 
attempt will be tolerated to prevent 
anyone carrying on the business who 
chooses to do so. 

The following quotations from re- 
cent Association bulletins may be of 
interest : 


Returned Goods 


“The wholesaler’s service must in- 
clude accepting the return of mer- 
chandise purchased for specific jobs, 
but unused. Such merchandise to be 
acceptable for return must be cur- 
rent, new, salable, and in original 
containers when normally so packed. 

“It is proper for the wholesaler 


W. J. Love 
F. D. Larkin 


L. M. Wolfe 





Harry Byrne, chairman 


Executive Committee 
Harry Byrne, chairman 
North Coast Electric Co., Seattle 
D. V. Chamberlain, vice-chairman 
Globe Electric Co., Seattle 


Garnett Young Co., Seattle 


Anaconda Wire & Cable Co., Seattle 


calls from a limited group of pur- 
chasers and does not extend such 
privileges to all purchasers, it repre- 
sents discrimination and becomes an 
unfair method of competition in 
commerce. 


“Collect messages may be honored 
in cases of error on the part of the 
wholesalers and should be limited to 
emergency calls only. 

“A plain statement of the whole- 
saler’s policy should be sent by each 
member of the industry to all cus- 
tomers. A form suitable for this 
purpose will be supplied by the As- 
sociation upon request. Printed forms 
of a uniform kind without imprint 
will be supplied at cost, if ordered. 

“Concerted action by the entire 
industry will eliminate this practice 
and protect the wholesaler against 
claims of discrimination or unfair 
trade practices.” 


Love Electric Co., Tacoma 


Free Delivery 


“The electrical wholesaler is con- 
stantly endeavoring to avoid discrim- 
ination and to give uniformly good 





to insist that permission first be ob- 


service alike to all buyers. 








tained before material is returned. 
Data covering date and number of invoice and descrip- 
tion of material to be returned should be submitted. 
Transportation charges should be prepaid and, without 
exception, a service charge of 10 per cent of original 
invoice price should be made to cover expense incurred 
by wholesaler in handling the transaction. 

“Such service charge should only be waived when 
return of goods is due to overshipment or error on the 
part of wholesaler.” 


Collect Telephone Calls 


“The practice of a limited group of purchasers of 
sending collect telegrams or collect telephone calis is 
one which should be discouraged by the wholesaler. 
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“Free delivery is impossible with- 
out discrimination against the buyer who calls for goods 
at the wholesaler’s warehouse and in favor of the buyer 
who is located at a remote trucking distance from the 
warehouse. 

“There are several ways in which this form of dis- 
crimination can be reduced, but there is only one way 
in which it can be completely eliminated. That is by 
making a charge for all deliveries either to customers’ 
destinations within trucking areas from the warehouse, 
as well as a charge for cartage of goods to railroad 
and auto freight sheds and steamer docks. 

“The P.S.E.W.A. recommends to ail electrical whole- 
salers in the area to discontinue free delivery and to 
make a reasonable charge for cartage.” 


























Introducing 


FRED R. EISEMAN 


President 


4l 

T is my firm belief that our Association will 
ultimately find it possible to work with similar 
local associations in other cities to the end 
that the best interests of the electrical whole- 
saling industry may be served nationally" 


Chicago 


Electrical Wholesalers Association 


making the June issue of ELECTRICAL W HOLESALING 

a “Convention on Paper” is a splendid thought, as it 
comes at a time when we are reading a great deal in 
the newspapers about the possible cooperation that trade 
associations will receive from the Government in their 
endeavor to bring business back to a more healthy con- 
dition, 

It is my firm conviction that the fear that business in 
general has had for the anti-trust laws, such as the 
Sherman Law and the Clayton Act, has done more to 
bring about chaos in business than many can realize. 

The time is ripe for honorable trade associations to 
present to those in authority such information relative 
to their respective industries as will make it possible to 
operate on a legitimate basis without fear of the law. 

Now, with reference to the Chicago Electrical Whole- 
salers Association—while I can claim no part in the 
initial founding of this Association, I was happy to have 
been among those present at the laying of its corner- 
stone, and to have been elected its first president. 

For many years the wholesalers of 
Chicago have been cooperating on a 
more friendly basis than I believe 


atsateteel could be said of many other large 

Zee §86clistributing centers. We have had 
Wholesalings our weekly luncheons, our Lake 
Michigan Club meetings twice a year 
at French Lick for several years, 


Psi of all let me say that I believe the idea of 


. golf games, and many other meetings 
Cor wention that would have a tendency to bring 
the manufacturers and wholesalers 
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into closer contact. All of these activities helped to 
pave the way for the organization of our present As- 
sociation the latter part of last year. 

At the present time the membership embraces 21 
houses, and while Chicago lays claim to about 30 to 35 
wholesalers, it is hoped that it will be a matter of only 
a short time when all those who can really be called 
electrical wholesalers in the true sense of the word, will 
be enrolled as active members of this Association. 

Meetings of our Association are held on the first 
Thursday of each month in the quarters of the Electric 
Association at 20 N. Wacker Drive, Chicago. At least 
two of the meetings which we have already held are 
deserving of special comment. 

In January the Trade Practice Rules, as approved by 
the Federal Trade Commission for the Electrical Whole- 
saling Industry, were explained to our members by Wal- 
ter P. Hoagland, Chicago district manager of the 
Graybar Electric Co. Mr. Hoagland, who had recently 
been appointed Industry Commissioner for the Chicago 
district, also discussed the enforcement of these rules. 

One of our first activities was to make our supplying 
manufacturers familiar with the objectives of the Chi- 
cago Electrical Wholesalers Association and to solicit 
their support and cooperation. Consequently, we invited 
both manufacturers and manufacturers’ agents, together 
with their field representatives, to attend a dinner at 
the LaSalle Hotel on February 23. 

This meeting, which was attended by nearly 200 per- 
sons, was one of the largest gatherings of its kind ever 
held in Chicago. While the three national houses have 
not joined our Association for legal reasons, their local 
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Officers 


and Directors 


Fred R. Eiseman, president 
| Revere Electric Co. 


| Sam J. Rosenthal, vice-presi- 

dent 

| Hyland Electrical Supply Co. 

| George Steiner, secretary 
Steiner Electric Co. 


Leo A. Swartz, treasurer 
Bright Light Co. 

| August Kubec, director 
| Kubec Electric Co. 


Arthur N. Anixter, director 


Englewood Electrical Supply 
Co. 


Members 


Amber Electrical Supply Co. 
Ashland Electric Co. 

Belasco Electric Supply Co. 
Bright Light Co. 

Capitol Electric Co. 

| Chicago Electrical Supply Co. 
| Co-Op Electric Supply Co. 
Dobkin Electrical Supply Co. 





Efengee Electrical Supply Co. 
Englewood Electrical Supply 
Co. 

| Harrison Wholesale Co. 

| Hawkins Electric Co. 

Hyland Electrical Supply Co. 
Illuminating Electric Co. 

| Kubec Electric Co. 

| Lindgren Electric Supply Co. 
| Majestic Electric Supply Co. 


Metropolitan Electrical Supply 
Co. 


| Revere Electric Co. 
Steiner Electric Co. 
Weinberg & Co. 
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Objectives 


"To promote the welfare of its mem- 
bers and to distribute among them the 
fullest information obtainable in regard 
to all matters affecting the electrical 
wholesale business; to aid in bringing 
about more friendly relations between 
the electrical wholesaler and others en- 
gaged in the electrical business; to as- 
sist in standardizing and marketing high 
grade electrical merchandise and reduc- 
ing fire hazards; to improve the quality 
of electrical goods marketed by Amer- 
ican manufacturers and the service 
rendered by the various branches of 
the electrical industry." 











managers attended this dinner and, as individuals, 
assured us of their hearty cooperation. 

At this meeting we told our manufacturer 
guests that the primary purpose of our Associa- 
tion was to develop friendship, confidence and 
integrity among all elements of the local whole- 
sale group. We urged them, if they would sup- 
port the wholesaler as an essential part of their 
scheme of distribution, to provide their whole- 
salers with the greater margin of profit which a 
reduced sales volume has made imperative, to 
exercise more discretion in the selection of their 
distributors and to cooperate with the wholesaler 
in the intelligent selling of their products. 

The Chicago Electrical Wholesalers Associa- 
tion, I am confident, will ultimately take its place 
as one of the most outstanding and effective local 
trade associations for cooperative effort of real 
benefit to the industry at large. 

The greatest satisfaction that can come to one 
like myself heading up an association of this kind 
is to appreciate the satisfaction derived from 
bringing together the various elements of our 
membership to the end that their thoughts may 
be directed toward a constructive program that 
will bring to the industry in general a more sat- 
isfactory margin of profit. It is my hope, that 
this influence may forcibly impress those manu- 
facturers who are reluctant to provide the whole- 
saler with a satisfactory margin of profit, with 
the realization that after all it is just as essential 
that the wholesaler be provided with a fair return 
on his investment as the manufacturer. 

The industry is faced with many problems to- 
day that require the best brains that can, be 
mustered together to solve them, and it is my 
firm belief that our Association in Chicago will 
ultimately find it possible to work with similar 
local associations in other cities to the end that 
the best interests of the electrical wholesaling 
business may be served nationally. 





Sam J. Rosenthal 
Vice-President 





George Steiner 
Secretary 





Leo A. Swartz 
Treasurer 





Arthur N. Anixter 
Director 





August Kubec 
Director 


























Introducing 


J. W. ALEXANDER 


President 


“Ml 

Tae Sea of Galilee gives into the River Jordan 
and the River Jordan gives into the Dead Sea, but 
the Dead Sea in turn gives nothing. There are no 
fish in its waters. Its waters are stagnant and bitter. 
The electrical wholesaler who, jealously motivated, 
refuses to give as does the Sea of Galilee, becomes 
stagnant and bitter as the waters of the Dead Sea." 


Electrical Wholesalers Association 


of Philadelphia 


the cost of distribution. Like a clearing house, he 

cuts down the number of transactions, simplifies 
the business, and centralizes an immense amount of 
detail work. Through the wholesaler it is possible to 
quickly procure the products of a number of manufac- 
turers at one time and, in addition, his work requires a 
specialized knowledge of buying and selling that no 
other agent possesses. The wholesaler is a necessary 
factor in the distribution of most lines. He aids in the 
distribution of merchandise. The records which he has 
made are ample justification for his existence. 

Unfortunately, some manufacturers and their repre- 
sentatives in the Philadelphia territory failed to appre- 
ciate the value of the services performed by the elec- 
trical wholesaler. Two policies were prevalent which 
were undermining the business of the established whole- 
salers. 

The first of these was the encouragement of compe- 
tition between his distributors by the manufacturer’s 
salesman. Such competition, this salesman reasoned, 
would assure him of getting the business. He appar- 
ently had no concern for the welfare of his 
wholesalers. If one of them passed out be- 
cause he sold goods on too narrow a margin, 
the manufacturer’s representative could al- 
ways find some other wholesaler, or near 
wholesaler, to take his place. 

The second policy which was far too prev- 
alent was that of appointing a concern as a 
distributor who was not a wholesaler but a 
large retailer on the chance that he would 
later come through and qualify as a whoie- 


12 


Te wholesaler is one of the strongest checks on 





saler. Many of the wholesalers’ best customers were 
thus placed in a position to buy direct from the manu- 
facturer in retail quantities at wholesale prices. 

Duplication of the wholesalers’ facilities by warehouse 
stocks maintained by the manufacturers and their agents 
were largely responsible for this sort of competition. 
These warehouse stocks also supported another com- 
petitor of the legitimate wholesaler, the man whose 
place of business was his automobile. He drove to the 
manufacturer’s agent’s warehouse, selected a few items 
which he placed in the back of his car, which was usually 
the family sedan, paid for them in cash at wholesale 
prices and then literally peddled his stock from door 
to door, selling to consumers as well as to electrical 
contractors. And, at the same time, the manufacturer’s 
agent was trying to play both ends against the middle 
by selling through his own salesmen to the legitimate 
wholesaler. 

As a matter of record there are three cases where 
the manufacturer’s agent has made public the fact that 
he had been selling these peddlers of electrical supplies, 
by suits entered in civil courts. We need no further 
evidence of this destructive influence of man- 
ufacturers’ agents and manufacturers’ agents’ 
warehouse stocks. The functions of the 
wholesaler have been too ably described in 
previous issues of ELECTRICAL WHOLESAL- 
ING to need exploitation here. 

Furthermore, there was a dissemination of 
absolutely unreliable rumors and information 
promoted in the main by manufacturers’ 
salesmen and representatives who took ad- 
vantage of the fact that the wholesalers had 
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no personal contact with one another. Having no direct 
information except that secured and carried by sales- 
men, wholesalers were prone to accept salesmen’s gossip 
as actual truth and fact. 

These conditions, we realized, would continue to exist 
as long as there was no personal contact between the 
wholesalers, and the Electrical Wholesalers Association 
of Philadelphia was formed to provide the means for 
such contact. 

In the early meetings, the members of our Associa- 
tion looked askance at one another but they soon came 
to realize that Bill was not as black as he had been 
painted, and Bill in turn realized the error of his judg- 
ment was largely based on hearsay. They each found 
that their objectives were virtually the same, and that 
their fears of cut-throat competition were absolutely 
without evidence and largely built on a feeling gener- 
ated by loose and unreliable talk disseminated through 
the traveling representatives. 

If for no other reason, the Electrical Wholesalers 
Association of Philadelphia has justified its existence 
in the formation of friendships engendered in its meet- 
ings among its several members. 

There is a story which was 








causes which have led to the formation of local electrical 
wholesalers associations in many cities. 

The Electrical Wholesalers Association of Philadel- 
phia originally started as a purely local association, with 
no thought of the contacts which might be established 
with other similar associations throughout the country. 
The work of ELecTRICAL WHOLESALING in fostering 
the collection of information which later appears in their 
publication, has definitely drawn us into inclusion with 
groups in other cities, whose aims and purposes are 
similar to those which primarily started the Electrical 
Wholesalers Association of Philadelphia functioning. 

At the first meeting, December 8, 1931, temporary 
officers were chosen. Two weeks later, these officers 
were made permanent, and the following pledge was 
presented : 

“We, the undersigned, being members of the whole- 
sale electrical trade in the City of Philadelphia and 
vicinity, being of the opinion that the interests of the 
trade can be promoted by the formation of a group, 
hereby subscribe to the interest and purpose of forming 
an association to be known as the Electrical Wholesalers 

Association of Philadelphia, to be 





organized for the joint benefit of 








printed in the early part of 1932 


the members thereof.” 





which concerns a manufacturer 
and a wholesaler, both of whom 
were active in their districts. The 
wholesaler was one of the manu- 
facturer’s distributors. The dis- 
tributor agreed to accept billing 
on an order which the manufac- 
turer had taken from a local con- 
sumer. The appreciation of the 
wholesaler was shown by the co- 
operation which he gave the man- 
ufacturer. Before payment on the 
order was due, the wholesaler was 
invited to a meeting of the cred- 
itors of the consumer. This, of 
course, was bad enough, but in- 
formation was disclosed at the 
creditors’ meeting which showed 
that the wholesaler’s supplier was 
one of the principal creditors, in- 
dicating that the manufacturer had 
been selling the consumer direct 
for some time. This case shows 
the need for closer and immediate 
cooperation in the industry and 
probably indicates one of the 
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Board of Governors 


J. W. Alexander, president 
and control secretary 
Wayne Junction Electric Supply Co. 


Walter Wick, treasurer 
Lindley Electric Supply Co. 


Nathan Newman 


West Philadelphia Electric Supply Co. 


Samuel Polen 
Royal Electric Supply Co. 


Julius Saltzman 
Germantown Electric Supply Co. 


Joseph Rabinovitz 
Modern Light & Supply Co. 


Harry Horn 
Edgar F. Jobe 


Reliance Electric Co., Camden 














Edgar F. Jobe 


Samuel Polen 


Nathan Newman 


Seventeen wholesalers signed 
this pledge, and paid a subscription 
which was considered sufficient to 
carry the Association through the 
year 1932. The first year in any 
organization is, as a rule, the hard- 
est one to go through. We do not 
claim to be an exception to this 
rule, but have successfully passed 
through the most trying time in 
the memory of any of the mem- 
bers of the association, increasing 
our membership 50 per cent, and 
holding as members of the asso- 
ciation all the original subscribers 
as well as the new members, with 
one exception. Applications for 
membership are approved on the 
basis of committee reports on their 
qualification, the committee having 
in mind at all times the fact that 
manufacturers might be induced 
to look on membership in this as- 
sociation as qualifying the mem- 
bers as wholesalers. 

We meet monthly on the fourth 





Joseph Rabinovitz 
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Thursday of the month, at the Elks Club, 
Broad and Wood streets, Philadelphia. In 
addition to the regular meetings, there are 
special meetings of the Board of Governors 
and the Executive Committee. At the pres- 
ent writing the membership numbers 26. 

In Palestine there are two seas, the Sea 
of Galilee, and the Dead Sea. The waters of 
the Sea of Galilee are sweet and fresh, and 
fish abound in its waters, sails are on the 
surface, and villages dot the shore. 

The Sea of Galilee gives into the River 
Jordan, and the River Jordan in turn gives into the Dead 
Sea, but the Dead Sea does not in turn give anything, 
and in consequence there are no villages on the shore, 
there are no fish in the Dead Sea, and its waters are 
stagnant and stale. 

These two seas are typical of life. When we give parts 
of that which we get, our life is sweet and fresh like the 
Sea of Galilee, but when we retain that which comes 
to us and do not share it we become stagnant like the 
Dead Sea. These two seas are likewise an example of the 
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electrical wholesaler, who, jealously moti- 
vated, refuses to take and give as does the 
Sea of Galilee, and becomes stagnant and 
bitter as the waters of the Dead Sea. 

There is no better story which will so 
clearly illustrate the necessity for associa- 
tions and the cooperation of all the members, 
that their business and lives may be as sweet 
and pure as the Sea of Galilee. 

About five years ago it was suddenly dis- 
covered that the Dead Sea was rich in min- 
eral deposits even to the extent of gold, and 
for the last three years a corporation has been engaged 
in extracting many rich and profitable minerals from the 
Dead Sea, which now make it of greater value com- 
mercially than the Sea of Galilee. 

If a wholesaler is stagnant and a detriment to his 
industry, as was the Dead Sea for years and years, 
is it not the function of the local electrical wholesalers 
association to draw that wholesaler into its fold and 
open the way for him to disseminate and give, as the 
Dead Sea is now giving? 














Introducing 


SHEPARD S. EPSTEIN 


Managing Director 


Acer several false starts, electrical wholesalers in 
Boston and vicinity have very recently organized a new 
local wholesalers’ association. For the first time they 
have secured the full time services of a paid managing 
director and largely through his efforts the new asso- 
ciation has already accomplished results and appears 
to have established itself as a permanent organization 


Northeastern 
Electrical Wholesalers Association 


our efforts thus far have been for the most part 
directed to a membership drive. This has re- 
sulted in our being able to show a membership of over 
95 per cent of the eligible houses in New England. 
The aims and purposes of the Association, as stated 
in our by-laws, are: 


A S our Association is still in the formative stage, 
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“To procure and diffuse among its members accurate 
and reliable information as to the standing and char- 
acter of the persons, firms and corporations with which 
the members are doing or propose to do business; to 
promote a more enlarged and friendly intercourse among 
its members; to promote uniformity and certainty in 
the customs and usages of the business conducted by 
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Chas. Weinrab 


Director 


Louis Arvedon 
Treasurer 


Julius Kaplan 
President 


Henry Corey 
Director 








its members ; to protect 





its members from dis- 
honest and irrespons- 
ible customers; to ren- 
der voluntary assist- 
ance and guidance to 
customers in financial 
straits when deemed in 
the best interests of its 
members; to coopera- 
tively handle credit 
problems common to, 
or arising in, the elec- 
trical wholesale busi- 
ness. 

“To voluntarily aid 
in bringing about more 
friendly relations be- 
tween the electrical 
wholesalers and others 
engaged in the electri- 
cal business; to volun- 
tarily assist in stan- 
dardizing and market- 
ing high-grade electri- 
cal merchandise and in 
reducing fire hazards; 


Objectives 


. To procure and diffuse among its members accurate and reli- 


able information as to the standing and character of the 
persons, firms and corporations with which the members are 
doing or propose to do business. 


. To promote a more enlarged and friendly intercourse among 


its members. 


. To promote uniformity and certainty in the customs and usages 


of the business conducted by its members. 


. To protect its members from dishonest and irresponsible 


customers, 


. To render voluntary assistance and guidance to customers in 


financial straits when deemed in the best interests of its 
members. 


. To cooperatively handle credit problems common to, or arising 


in, the electrial wholesale business. 


. To voluntarily aid in bringing about more friendly relations 


between the electrical wholesalers and others engaged in the 
electrical business. 


. To voluntarily assist in standardizing and marketing high-grade 


electrical merchandise and in reducing fire hazards. 


. To improve the quality of electrical goods marketed by Ameri- 


can manufacturers and the service rendered by the various 
branches of the electrical industry. 


. To generally foster the business and business interests of its 








Nicholas Papani 
Director 


lish a finer code of 
ethics among our mem- 
bership. 

The need for this 
Association is exempli- 
fied by the fact that 
several times in the 
past years such an as- 
sociation has been 
started, but has never 
been really successful. 
This was due to the 
fact that all the work 
was left in the hands 
of the officers, who of 
course could not take 
sufficient time from 
their own business to 
properly promote the 
welfare of the industry 
as a whole. Our pres- 
ent method of having 
a paid managing direc- 
tor, whose time is de- 
voted 100 per cent to 
the work of the Asso- 


members. 


ciation, we believe is 





to improve the quality 


the only plan that can 








of electrical goods mar- 

keted by American manufac- 
turers and the service rendered 
by the various branches of the 
electrical industry, and to gen- 
erally foster the business and 
business interests of its mem- 
bers.” 

The first event of a construc- 
tive program was a_ general 
meeting with manufacturers, 
manufacturers agents and elig- 
ible non-members. At this 
meeting, which was held on 
May 25, the full purposes and 
reasons for the existence of 
this Association were disclosed, 
and a round-table discussion 
held. As a result we honestly 
believe that these men will be 
of great assistance to us, and 
that they will help us to estab- 
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Board of Governors 


Julius Kaplan, president 
Eagle Electric Supply Co., Dorchester 


Joseph Milhender, vice-president 
Milhender Electric Supply Co., Boston 


Louis Arvedon, treasurer 
Arvedon Bros., Inc., Boston 


Benjamin Kaiser 
Bell Electric Supply Co., Boston 


Henry Corey 
Corey Electric Supply Co., Fitchburg 


Nicholas Papani 
Granite City Electric Supply Co., Quincy 


Charles Weinrab 
Mass. Gas & Electric Supply Co., Boston 











possibly succeed. 

Even in our present embry- 
onic stage we have eliminated 
many personal animosities and 
have stopped the chiseling prac- 
tice by certain purchasers of 
using one wholesaler against 
another to secure “quoted” bids 
that never existed. 

A word of thanks should be 
expressed to Julian Hawks, 
managing director of the East- 
ern Electrical Wholesalers As- 
sociation of New York City, for 
the wonderful help and cooper- 
ation he has given us in helping 
to get organized. His advice has 
been of inestimable value in 
helping us avoid the numerous 
pitfalls that are open to any 
group trying to start a similar 
association. 
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A Program for 
“VICTORY in *33” 


The major problem of the entire eléctrical industry is to 
secure for itself a larger share of the consumer's dollar. 


The electrical wholesaler and his salesmen occupy a key 
position in the industry's attack upon this objective. 


The electrical wholesaler and his salesmen can best assist 
in attaining this objective and thus contribute most to 
business recovery in the electrical field by: 


1. Working for the rehabilitation of electrical wiring 
and equipment in industrial plants, commercial 
buildings and homes, in cooperation with the elec- 
trical contracting branch of the industry. 


2. Acting as merchandising counselors to the retailers 
of electrical goods—recognizing that their own 
sales are dependent upon the merchandising ability 
of the sales forces of these dealers. 


3. Taking an active part in all local cooperative sales 
and promotional activities. 


The National Industrial 
Recovery Bill 


HE National Industrial Recovery Bill gives prom- 

ise of speedy enactment. Under its provisions the 
Administration proposes to set aside the anti-trust laws 
and to establish a partnership with business that shall 
increase employment, eliminate unfair competition and 
generally stabilize industry. Never before has legisla- 
tion been proposed which would have such a profound 
effect upon business. 

The provisions of this bill deserve the careful study 
of every business executive and every salesman. Its two 
sections, Public Works and Industry Control, must be 


considered together if one is to arrive at a clear under- 
standing of the purpose of the proposed law. 

The Public Works section is the aggressive part of 
the measure, designed to release purchasing power and 
stimulate the capital goods industries whose recovery is 
essential to a broad revival of employment and pros- 
perity. 

The Industry Control section is the stabilizing part of 
the bill, designed to eliminate “chiseling” and other de- 
structive trade practices which, if not controlled, would 
prevent industry from getting back to a profit making 
basis. 

Hence, the purpose of the Bill is two-fold, (1) to 
stimulate business activity and (2) to stabilize condi- 
tions so that all industry may look forward confidently 
to a fair return. This confidence, in turn, should lead 
to the investment of capital by private business and thus 
bring about the resumption of private construction. 

Under the Industry Control section, our present com- 
petitive system, reinforced by the anti-trust laws, is ap- 
parently to give way to a cooperative system whereby 
each industry is to be controlled as to prices, produc- 
tion and wages, if possible, by and within itself; if not 
possible, then by government agency. In this manner it 
is hoped to eliminate over-production, restore prices, 
keep people at work at better wages and keep capital 
employed at a fair return. Under this “New Deal” it 
should be easier to earn a living, but harder to build a 
fortune. 

The National Industrial Recovery Bill looks to the 
trade association for the control of industry from within. 
First of all, trade associations must become “truly repre- 
sentative” of their industries. They will be called upon 
to prepare “Codes of Ethics” and to them will be dele- 
gated the authority to enforce these codes within their 
respective industries. In this way each industry, 
through its trade association, will have the opportunity to 
discipline itself. Thus, the trade association is called 
upon to assume a new and vitally important role in the 
conduct of American business. 

The industry of electrical wholesaling is far better 
prepared than are most industries to carry out the pro- 
visions of this measure. It is well organized through 
local groups in several of the larger cities and, nation- 
ally, through the N.E.W.A. The suspension of the anti- 
trust laws should remove the barrier to the affiliation 
of these groups. Electrical wholesalers already have 
their Trade Practice Rules and these have been approved 
by the Federal Trade Commission. These rules should 
simplify the task of preparing the “Code of Ethics” re- 
quired under the Industrial Recovery Bill. Further- 
more, the machinery for enforcing discipline within the 
industry has already been set up through the recent ap- 
pointment of 42 local Industry Commissioners. 

In common with most national trade associations, the 
N.E.W.A. faces the immediate necessity of enlarging 
its membership if it is to represent the great majority 
of those engaged in the business of electrical wholesal- 
ing. With commendable promptness, it has already set 
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out to accomplish this. On May 24, it sent out a letter 
(page 27) to every electrical wholesaler, requesting, 
within 24 hours, the authority to act for him in the prep- 
aration of a “Code of Ethics” under the proposed law, 
and asking that he indicate his intentions of arranging 
for membership. 

The N.E.W.A. proposes to submit to the President 
a Code of Competitive Practices “written in plain Eng- 
lish and meaning just what it says”. Wholesalers are 
invited to submit to the Association, before June 15, 
their suggestions for practices which should be both ap- 
proved and condemned by this Code. The Code will be 
written only after every member of the Association has 
had an opportunity to record his views. It will be 
formally adopted at a convention of the Association to 
be called for the purpose as soon as practicable after the 
Recovery Bill becomes a law. 

Once this Code has been submitted to and approved 
by the government, and the authority to enforce it has 
been delegated to the N.E.W.A., that Association will 
have the responsibility of enforcing discipline among 
the entire industry, members and non-members alike. 
The law will allow the individual wholesaler no choice. 
He will be under the jurisdiction of the N.E.W.A., 
acting with Federal authority. 

Purely from selfish interests, if from no other motive, 
every electrical wholesaler should fill out immediately 
and return to the N.E.W.A. the form sent him on May 
24 and he should indicate thereon his intention of be- 
coming a member of that Association. 


Vv 
A Century 
of Progress 


HE greatest of World’s Fairs, which on May 27 

opened its gates four days ahead of the scheduled 
date, admirably exemplifies Chicago’s “I Will” spirit. 
Chartered in 1928, preparations for A Century of 
Progress progressed steadily despite bank failures, 
moratoriums and all the other handicaps of the sever- 
est of business depressions. Under the leadership of 
Rufus C. Dawes, the immense grounds and exhibit 
buildings were ready on time and without the use of a 
single dollar of taxpayers’ money. 

For the first time, a World’s Fair has been financed 
wholly by private capital and, also for the first time, 
there will be no competition among exhibitors for 
grand prize awards. 

This is an Exposition with a purpose—to tell the 
story of the progress of science and industry during 
the past hundred years. In portraying this story tradi- 
tion has been discarded. A new type of architecture, 
practical and inexpensive, has been developed. This 
has called for new methods of using color and for 
new lighting effects made possible only by the neon 
tube, never before available for a large exposition. 

In the great Hall of Science, the history of the pure 
sciences—biology, chemistry, geology, mathematics, 
physics—is graphically depicted. How these sciences 


have been utilized by industry is shown in separate 
buildings devoted to agriculture, electricity, horticul- 
ture, travel and transport, and home and _ industrial 
arts, 

The N.E.W.A. plans to hold its fall meeting near 
Chicago so that those who attend may visit A Century 
of Progress. Few will have the time to take in the 
entire Exposition. So next month we shall attempt to 
describe the electrical features of the Fair in an article 
which we hope will serve as a guide book for those 
of our readers who come to Chicago to see A Century 
of Progress. 


Vv 
Serious 
Danger 


jor Canada comes the report that in British 
Columbia and Ontario both electric ranges and 
water heaters are given free to domestic consumers of 
the utility. Should this policy be adopted on this side 
of the border the market of the wholesaler and dealer 
for these major appliances would be destroyed. And 
yet it would be but an easy step from the Hartford 
plan of range rentals to this policy of the Canadian 
utilities. In that city it would only mean an extension 
of the present free lamp renewal policy to include 
ranges and water heaters. 

We have consistently opposed range rentals on the 
ground that they deprived wholesaler, contractor and 
dealer, alike, of an open market for the sale and instal- 
lation of electric ranges. President Ferguson of the 
Hartford Electric Light Co. has written us defending 
his range rental plan. His letter, which appears on 
page 28, maintains that his is a sound merchandising 
plan, yet admits that the rental range is deliberately 
subjected to “knocking” after it is installed. That 
“knocking” of any kind is consistent with sound mer- 
chandising is, to us at least, an entirely new viewpoint. 

Were range rentals confined to this one city the sub- 
ject would hardly merit the space which we have de- 
voted to it in these columns. However, the plan is 
being fostered nationally by a certain range manufac- 
turer. It has already been adopted by a small municipal 
plant in Michigan and there is serious danger that it 
will spread to other and larger cities. 

This manufacturer is not a member of N.E.M.A., 
the organization that is supporting the coordinated sell- 
ing activities of the National Electric Cookery Council. 
Also this manufacturer has very close relations with the 
Detroit Edison Co., one of the few utilities which still 
give free lamp renewals. 

His activities, we believe, seriously jeopardize the 
progress of the National Electric Cookery Council in 
fostering the cooperative marketing of electric ranges. 

This view is supported by a prominent range manu- 
facturer who writes “My personal opinion is that the 
growth of range rentals will set the electric range 
business back and that all of the ground which we 
have gained will be lost.” 
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1932 Sales of 
Electrical Wholesalers 


Total sales off 40 per cent from 1931. Incandescent lamps 
hold up best, followed by ventilating equipment, fuses 
and industrial lighting. Electric clocks show greatest de- 


cline. 


1932 Sales in Bold Face. 193! Sales in Light Face. 


Sales of specialty distributors not included 





A—CONSTRUCTION AND MAINTENANCE MATE- 


RIALS (SUPPLIES) 





Conduit: Rigid Conduit, Elbows and Couplings: 
Flexible Conduit; Metallic and Nonmetallic: 
Surface Metal Raceways; Concealed Ducts and 
Raceways. 





Conduit Fittings, Boxes, Accessories: Conduit 
Bodies: Boxes and Covers; Outlet, Switch, 
Metal: Armored Cable Fittings; Locknuts, 
Bushings; Box Hangers, etc. 





Fuses: Plug, Enclosed, Renewable. 





Miscellaneous: Tape; Rubber, Friction: Insul- 
ating Compounds, Paints, Clothes, etc.; Por- 
celain Knobs, Tubes, Cleats; Lamp Guards; 
Solder, Screws, etc. 





Safety Switches and Panelboards: Entrance, 
Meter and Safety Switches; Panelboards and 
Cabinets, except Power Panelboards. 





Tools: Contractor’s, Linemen’s, Wireman’s, Port- 
able Electric. 





Wire and Cable: Armored “ABC” Cable, Rub- 
ber Covered Wire, Weatherproof and Slow 
Burning Wire, Non-metallic Sheathed Cable, 
Lead Covered and Parkway Cable, Power 
Cable; Paper and Varnished Cambric, Annun- 
ciator and Office Wire, Bare Wire and Cable, 
Cords, Misc. Wires and Cables. 





Wiring Devices: Brass Sockets, Porcelain Sock- 
ets and Receptacles, Lighting Switches, Con- 
venience Outlets, Attachment Plugs and Caps, 
Face Plates, Misc. 





Outside Construction Materials: Poles and Cross- 
arms, Pole Line Hardware, Power and Dis- 
tribution Transformers, Insulators, Lightning 
Arresters, Choke Coils, Potheads, Cable Bells, 
etc. 


$16,174,021 
29,113,422 


6,645,013 
12,833,327 


3,266,264 
5,257,460 


4,315,474 
6,603,380 


6,880,018 
13,258,120 


754,668 
1,426,128 


21,772,707 
37,902,654 


9,991,133 
17,680,438 


10,910,950 
17,871,805 





_BEQUIPMENT AND APPARATUS 





Industrial and Commercial Lighting Equipment: 
Commercial Glassware and Hangers, Flood- 
lights, Reflectors, Special Purpose Units, Out- 
door Standards, Street Lighting Fixtures, Traf- 
fic Signals. 





Motors and Control: A. C. Motors, 1 H.P. and 
over, D.C. Motors, 1 H.P. and over, Fractional 
H.P. Motors, Motor Control, Power Drives, 
Generators, Converters, etc 





Switchboards and Accessories: Switchboards and 
Power Panels, Circuit Breakers, Disconnecting 
and Knife Switches, Bus Bars and Supports, 
Meters, Relays, Instrument Transformers. 





Telephone and Signal Equipment: Annunciators, 
Bells, Buzzers, Gongs, oor Openers, Push 
Buttons, Bells and Signal Transformers; Alarm 
and Call Systems; Burglar, Fire, Hospital, 
School, etc.; Telephones. 





$8,830,248 
12,573,384 


6,359,992 
12,303,566 


3,753,592 
7,256,054 


3,184,152 
Returns 
incomplete 


Commercial Equipment: Commercial Cooking 
Equipment, Food Grinders, Slicers, Mixers 
etc., Commercial Refrigerators, Commercial 
Laundry Equipment. 





Industrial Equipment: Electric Welding Appar- 
atus, Electric Furnaces, Electric Ovens, Indus- 
trial Heating Units, Industrial ‘Heating De- 
vices, Misc. Industrial Equipment. 





Ventilating and Air Conditioning Equipment: 
Ventilating Fans and Blowers, Air-Conditioning 
Equipment. 


$1,029,160 
2,963,242 


918,030 
1,345,536 


1,910,660 
2,995,200 





C—RESALE MERCHANDISE (SPECIALTIES) 





Counter Merchandise: Batteries: Dry Cell, 
Flashlight, Radio; Flashlights, Decorative 
Llanes Outfits, Moulded Specialties; Plugs, 
etc., Misc. 





Electric Clocks: All Models. 





Fans: Desk and Bracket, Ceiling and Column, 
a Ventilating, Portable Fan-Operated 
eaters. 





Heating Appliances: Cookers (660 watt or 
less): Heaters and Radiators: ee Pads; 
Hot Plates: Grills: Irons; Domestic, Laundry 
Percolators: Toasters, Waffle Irons: Other 
Heating Appliances. 





Incandescent Lamps: Large, Miniature. 





Oil Burners: Household, Industrial. 





Radio: Receiving Sets, Home Talking Picture 
Machines; Radio Tubes; Loud Speakers (not 
in sets), Radio Accessories and Parts. 





Ranges and Water Heaters: Ranges, Domestic; 
Water Heaters. 





Refrigerators: Domestic. 





Residential Lighting Equipment: Fixtures, Port- 
able Lamps, Sun Lafhps. 





Trains and Toys: Trains and Accessories, Other 
Electric Toys. 





Vacuum Cleaners: Standard Type, Hand Type. 





Wein and Ironing Machines: Clothes Wash- 
ing achines; Ironing Machines; Drying 
Equipment, Domestic. 





Other Motor Driven Appliances: Kitchen 
Power Units; Beaters, Mixers, Extractors, 
etc.; Dish Washers, Floor Polishers, Utility 
Motors, Misc. 





$5,985,007 
9,639,760 


2,099,650 
8,708,634 


4,671,463 
15,214,368 


10,726,741 
14,436,640 


49,007,900 
51,972,076 


2,452,875 
Returns 
incomplete 


23,056,213 
47,105,137 


2,833,180 
Returns 
incomplete 


28,460,780 
Returns 
incomplete 


4,532,700 
8,861,314 


1,119,136 
1,947,378 


3,379,733 
7,637,070 


6,347,876 
13,857,590 


1,915,488 
5,202,162 





Total Sales—1932 
—1931 (not including oil burners, 
ranges, water heaters and re- 
frigerators) : 


$253,284,824 


368,794,825 
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Some Reminiscences 
of the 


Electrical Supply Jobbers Association 


as told by 


FRANKLIN OVERBAGH 


Secretary of the Association 
until 1927 


ELECTRICAL WHOLESALING, 

which specializes on interesting 
subjects relating to the marketing 
of electrical supplies, has invited me 
to write a short rambling story of 
the associations which preceded the 
present National Electrical Whole- 
salers Association. 

It seems a long stretch back to 
1898, the year in which the first elec- 
tric jobbers association was organ- 
ized. In the late fall of 1897 there 
came to Chicago from St. Louis a 
man with an idea. It was W. H. 
Matthews (good old Billy—thinker, 
worker, gentleman). His name should stand high on 
the roll. 

In the brain of Billy Matthews there was a thought 
that the jobbers could do many things which would tend 
to help the industry, and that necessary improvements 
could be brought about by organization. 

Mr. Matthews spent a day in Chicago expounding his 
ideas to local jobbers. He went back to St. Louis with 
agreements that a meeting of the jobbers located in 
Chicago and other nearby cities would be called in 
the early part of 1898. 

The meeting to form an association was held at the 
Great Northern Hotel, Chicago, in the month of Feb- 
ruary, 1898. Those present were: 

Wm. H. Matthews.St. Louis Elec. Sup. Co., St. Louis. 


Tene splendid trade journal, 


Ws We Cis ie eaces Electric Appliance Co., Chicago. 
Samuel Glover... .Post-Glover Electric Co., Cincinnati. 
Joseph Franklin. .Commercial Elec. Sup. Co., St. Louis. 
Roger Scudder..... Western Elec. Sup. Co., St. Louis. 
Morgan Brooks...Elec’l Engineering Co., Minneapolis. 
Asthur Dee... 6.5 ss0k Dearborn Electric Co., Chicago. 
Chas. E. Browne....... .Central Electric Co., Chicago. 


Franklin Overbagh. ..Chicago Gen. Fixt. Co., Chicago. 
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Franklin Overbagh 


The officers elected were W. W. 
Low, president; W. H. Mat- 
thews, vice-president; C. E. Brown, 
treasurer. Messrs. Brown and Over- 
bagh were appointed acommittee with 
power to select a secretary at a sal- 
ary of $250 a year. The committee 
appointed F. P. Vose. The meeting 
then adjourned, to meet again in 30 
days. The important event was cele- 
brated in the evening with a banquet, 
informal discussion, and good fel- 
lowship. 

At the next meeting, a month later, 
the initiation fee was fixed at $25 
and the annual dues $50 payable in 
advance. The writer succeeded Mr. Vose as secre- 
tary of the Association in November, 1899. 

In trying to recall the names of some of those out- 
standing members there come to mind— 

Billy Low, tireless worker, booster, debater. 

Sam Glover, wise and cautious. 

Joe Franklin, a real cooperator. 

Roger Scudder, genial, sociable, and tireless worker. 

R. C. P. Holmes, a doer. 

All gone to their reward. 
W. J. Hartwig, Detroit. S. K. Cushing, Chicago. 
H. P. Andrae, Milwaukee. Nate Harvey, Chicago. 
Fred Bissel, Toledo. J. W. Lockwood, Detroit. 
F. M. Bernardin, Kansas John Cooper, Denver. 

City. E. C. Graham, Washington. 
W. H. Nolker, St. Louis. E. A. Rumsey, Philadel- 
Chas. E. Browne, Chicago. phia. 

Jas. Clark, Jr., Louisville. H. L. Walker, Detroit. 
Morgan Brooks, Minneapolis. 

There are other names that should be included. One 
name that stands out is that of Judge Debevoise, a wise 
counsellor, an interested friend, and a gentleman. Space 
prevents the naming of others. 
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The N.E.W.A. in 1 


By E. DONALD TOLLES 


Managing Director since 1927 


during organization brings to 

mind that simple verse from The 
Brook—“Men may come and men 
may go, but I go on forever”. Al- 
though we have lost the counsel, 
leadership and inspiration of most 
of those men who founded this As- 
sociation, the imprint of their influ- 
ence remains and a new generation 
of Lows and Scudders, of Bibbins 
and Glovers now carry on. Witness 
on our Executive Committee today 
the sons of J. P. Coghlin of Wor- 
cester, E. C. Graham of Washing- E. 
ton, E. B. Latham of New York, 
W. T. McCullough of Pittsburgh and W. M. Perry of 
Columbia—all men with a life time of experience in 
this industry. 

Fundamentally the Association of today is the Asso- 
ciation of 1908. No word has been changed in the 
Constitution as then adopted: 

“To promote the welfare of its members; to aid in 
bringing about more friendly relations between the 
electrical wholesalers and others engaged in the elec- 
trical business; to assist in standardizing and market- 
ing high-grade electrical merchandise” and these remain 
the basic aims and objects. 

Superficially, N.E.W.A. resembles E.S.J.A. of a 
quarter century ago about as much as a Mazda looks 
like a carbon lamp of the 1910 vintage. 

The perfection, introduction and manufacture of an 
ever-growing line of electrical appliances for the home; 
the post-war trend in this, as well as in other indus- 
tries, of purchasing and combining individually-owned 
single units into consolidated national groups; the ever 
decreasing circle of economic distribution and intensi- 
fied selling effort within that reduced area; the grow- 
ing competition within and from without the industry ; 
and the bitter struggle for business during the last 
three years, are all reflected in the Association 
of today. Naturally, it has changed. It has kept 
abreast of the times. Its problems have been multi- 
plied; their solutions have become increasingly 
difficult. 

In 1933 N.E-W.A., as in the past, represents the 
electrical wholesaler system of distribution. It is so 
recognized by the industry, by the Government and 
by the public. It is not perfect. It has made mistakes, 
but has arrived at the age of 25 with no serious blunder 
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to its credit. One must remember 
that an association is subject to 
errors even as the individuals who 
sponsor it. 

Past practice favored many and 
frequent meetings, but recent gen- 
eral conditions have modified this 
policy. Upon a reversion to normal, 
the old order will return. Through 
its Executive Committee and _ its 
standing committees the work goes 
on, and in a quiet and unostentatious 
way, much is being undertaken and 
accomplished. 

It was back in 1916 that the Asso- 
ciation first advocated local activities 
and proposed the establishment of sections in eight 
leading centers. Although this plan was never made 
operative, small informal groups of wholesalérs were 
organized in various districts and in more recent years 
with the encouragement of N.E.W.A., more formal 
groups of wholesalers have organized in many cities 
for the purpose of working out local problems, and the 
growth of these organizations has been most gratifying. 

At N.E.W.A.’s fall convention this year it is pro- 
posed to provide facilities for a congress of such groups 
where their officers may exchange views and become 
better acquainted with each other’s activities. 

Perhaps the most immediate and outstanding devel- 
opment of the year is along this very line of local 
activity, fostered by the Association’s efforts under the 
guidance of the Permanent Committee on Trade Prac- 
tices, in the establishment of the Industry Commissioner 
Plan, now fully operating in the forty-two trading dis- 
tricts into which the country is divided. 

In the light of today’s developments at Washington, 
no more fortunate nor practical step could have been 
taken. This industry can now promptly provide a com- 
plete operating plan embracing the entire trade. 

To what advantage and in what way this latent power 
may be best directed and utilized will depend upon the 
members of the National Electrical Wholesalers Asso- 
ciation. To those who have never been affiliated with 
it and to those who during past years, from force of 
circumstances, have temporarily withdrawn from active 
participation, a cordial invitation is extended, not only 
to contribute counsel and aid at this time, but to assume 
their share in the responsibility of carrying the Asso- 
ciation forward during the next quarter century. There 
is room for all and work for all. 
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Those Present 


At the Reorganization of the Electrical Supply Jobbers Association 
Niagara Falls, Ontario, December 10, 1908 





W. R. Herstein 











W. E. Robertson 


H. A. Sheppard 
C. B. Wetmore 
G. L. Patterson 
Gilbert Smith 

H. C. Lucas 

F, E. Stowe 

F. R. Elliott 

T. A. Burke 

R. M. Morris 

A. L. Hallstrom 
F. W. L. Fullerton 
G. W. Provost 
G. E. Kellogg 
M. B. Austin 

H. P. Andrae 

C. E. Brown 

I. N. Boyer 
Chas. E. Browne 
F. M. Bernardin 
F. C. Barrington 
L. J. Baldwin 

J. J. Cooper 

L. K. Cushing 
B. B. Downs 

H. L. Walker 


C. W. Hobson 





Chas. E. Browne 


Arthur Frantzen 
L. Greisser 

S. W. Glover 

C. B. Hawley 
Chas. A. Harding 
W. J. Hartwig 
W. A. Hopkins 
W. R. Herstein 
G. W. Johnston 
R. C. Kemp 

W. W. Low 
Chas. Messer 
Max McGraw 
A. G. Munro 

C. T. McKinstry 
R. W. Nicol 

L. F. Philo 
James Richardson 
W. A. Royse 

L. A. Schwab 
R. V. Scudder 
Albert Smith 

E. L. Scott 

G. E. Varney 
W. G. Nagel 


L. A. Schwab 


F. H. Stewart 

J. Binford, Jr. 
W. E. Robertson 
T. H. Green 

W. L. Adams 

S. H. M. Agens 
C. P. tial 

H. T. Hochhausen 
E. B. Latham 

G. M. Stuart 

E. C. Graham 

C. W. Leveridge 
H. I. Sackett 

H. R. Worthington 
C. B. Price 

C. K. Crossan 

J. H. Parker 

H. G. Lewis ° 

C. C. Sibley 

C. E. Robertson 
R. Edwards, Jr. 
P. M. Fletcher 
C. P. Scott 

P. H. Rutter 

C. M. Hamilton 


H. P. Waterman 


Max McGraw 
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25 Years of Accomplishment 


1908. 
1909. 


1910. 
1911. 


1912. 
1914. 
1915. 


1917. 
1918. 


1919. 
1920. 
1921. 


1922. 


1923. 


1927. 


1928. 


1929. 
1930. 


1931. 


1932. 


1933. 


Reorganized as Electrical Supply Jobbers Association, December 10. 


Creation of first Lamp Committee—Messrs. Bissell, Bernardin, Patterson and 
Stow. 
6x9 price sheets adopted as standard for Electrical Trade. 


Investigation of Fire Insurance rates on stocks of electrical merchandise. 


Committees consisted of Executive, Finance, Auditing, Donation and Contribu- 
tion, Freight and Classification, Manufacturers, and Public Utility. 


“Reminder” commenced publication. (1912-1924.) 
Complete uniform system of accounts recommended by Niles & Niles. 


Unit and Standard Package Committee organized and recommended changes 
in flashlight batteries, lamps, fan motors, knobs and cleats, cut out boxes, sched- 
ule material, outlet boxes, cords and plugs. 

Better method contest conducted ; 69 suggestions and three prize winners. 
Auditor engaged to visit members and make a study of operating expenses. 


Official approval and adoption of trade acceptances. 


Creation of War Service Committee—Messrs. W. E. Robertson, F. M. Ber- 
nardin, N. G. Harvey, W. R. Herstein and F. S. Price. 
Uniform Accounting System for Electrical Wholesalers adopted. 


$40,000 publicity campaign in trade press and publicity director employed. 
Standard specifications of manufacturers’ price information sheets adopted. 


Automobile insurance plan for members made effective. 

Study of operating expenses by commodities conducted. 

Code of Ethics adopted. 

Plan launched for economically providing members with catalogs. 


Simplification of lines of electrical products in cooperation with the Depart- 
ment of Commerce. 


Constructive salesmanship correpondence course conducted. 2076 students 
enrolled. 508 diplomas awarded. 
N.E.W.A. Review commenced publication. 


Study of distribution costs in cooperation with the Department of Commerce. 
Changed name to National Electrical Wholesalers Association. 


Committee structure revamped. 


Manufacturer-Distributor Conferences inaugurated. 

Uniform plan for salesmen’s automobile allowances proposed. 

Trade Practice Conference authorized by Federal Trade Commission. 
Budgetary Control survey made in cooperation with Metropolitan Life Insur- 
ance Co. 

Committee and Commodity Division structure simplified. 

Trade Practice Rules adopted; Permanent Committee on Trade Practices 
created. 

Declaration of the Wholesaler’s Position in the Industry drafted and adopted. 


Industry Commissioner plan in 42 districts of the United States perfected. 
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- The Industry 














B. J. Dischinger H. W. Matthews W. V. Price 


E. A. Jones J.J. Perry EI Cc hews Elec. Sup. Co. General Elec. Sup. Corp. 
Havens Electric Co. General Elec. Sup. Corp. ae wil — chon a Boston F 4 
Albany Atlanta 





A. S. Greenfield J.B. Terry C. B. Peck W. P. Hoagland 


Karr Parker Terry-Durin Co. Charleston Elec'l. Sup. Co. Graybar Electric Co. 
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N.E.W.A. Acts to Represent the Industry 
Under National Industrial Recovery Bill 


The following letter, dated May 24 and sent to all electrical wholesalers, 
urges that each wholesaler empower the Association to represent him 


under the provisions of the Administration's "Industry Control" 


law, Wagner-Doughton Bill, Senate 1712—H. R. 
5664, has vigorous Administration support and is 
expected pass promptly. 

The bill grants industry, through its trade associa- 
tions, the right, subject to the approval of the Presi- 
dent, to: 

(a) Adopt codes of fair competition 

(b) Enter into voluntary agreements. 

Section 6 provides, among other things, that “No 
trade or industrial association” shall “receive the benefit” 
of certain provisions of this proposed law “until it 
files with the President” a statement containing certain 
information. 

Anticipating that this bill will be enacted substanti- 
ally in its present form, the National Electrical Whole- 
salers Association promptly will file with the President 
of the United States an appli- 


T: ALL ELECTRICAL WHOLESALERS: This proposed 


its trade association and thus be enabled to set up its 
own code of competition and its own agreements re- 
specting reasonable hours, rates of pay and methods 
of competition. 

It is obviously essential that the enclosed form to 
be signed by you shall include the stated pledge or 
agreement respecting employees, hours of labor and 
rates of pay. This is taken from the bill itself, and, 
if not satisfactorily arranged by voluntary agreement, 
is to be enforced by the President. 

Electrical wholesalers will include in their Code of 
Competition, for the President’s approval, such rules 
as they believe will benefit employees and stockholders 
and protect the public. 

Approved Codes of Competition and also agreements 
among competitors on prices and other subjects will 
be lawful and not subject to the existing anti-trust laws. 

The national trade associa- 





cation for the approval of a 
Code of Fair Competition for 


THIS LS OF VITAL IMPORTANCE AMD DEMANDS YOOR IMMEDIATE ATTENTION! 


tion of an industry is hence- 
forth to be viewed as a quasi- 


Electrical Wholesalers and soiiakcnietainiiaiaiidiaiaadiiats public or govern mental 
thereafter will enter into such susctnrcas MOtMAMERPtgaautuertzee nd empowers tne RATIONAL agency. Every association is 
agreements within the indus- Lg gr “to be presented to you directed to impose no inequi- 


try as electrical wholesalers 


for your epprowal and agrees (1) That its employes shall have the 
right to pg or = foe. og con eernveas hyper nk representatives 
rT... 


of their ow 


to 
any organization or to refrain from poe pany a laber qed = of 
his own choosi 


table restrictions on admission 
to membership. The National 


may approve through this As- 


> and (3) that 


saxisum hours of labor, sinizus sates of LC = other working con- 


Electrical Wholesalers Asso- 





ciation is today offering an 
opportunity for every whole- 


Name of Company 





Title 





saler of electrical supplies and 





sociation. ditions approved or prescribed by the Presi 
It is a strict and inescap- stgned 

able provision of the bill that ” 

members of all industries Address 

shall grant to employees the _ 

right of collective bargaining ; “seaeinia 


merchandise to ally himself 
with the organization. 


is t- 





that no discrimination shall 


In what year was your business established?. 


What percent is Electrical Wholesal ing?. 


Enclosed is a form that, as 








be shown in favor of or 
against any labor group; and 


What percent. if any, is Electrical Retailing? 
What percent, if any, is Electrical Contracting?. 


a member, you are urged to 
fill out and mail immediately ; 


that during the period of this Mat ware your approxinate nermel yearly sales? or, if you are not a member 
emergency statute all shall te eany eaplayes have you af poneente of National Electrical Whole- 


comply with the maximum 
hours of labor, the minimum 
rates of pay and other work- 
ing conditions approved or 
prescribed by the President. 

All members of every in- 


165 Broadway 
Wew York, New York 





How many employes do you normally have?. 


Are you a member of the National Electrical 
Wholesalers Association?. 


Do you intend to arrange for seubership in the 
National Electrical Wholesalers Association?. 
PILL IN COMPLETELY, SIGN AMD MAIL IMMEDIATELY TO: 
National Electrical Wholesalers Association 








salers Association, you should 
send it so that the Associa- 
tion may act for you in the 
drafting and submission of a 
code of fair competition for 
electrical wholesalers, pending 








dustry, engaged in interstate 
commerce, whether or not 
they pledge themselves to cooperate, will be required, 
by the President, under a widespread licensing system, 
to conform to certain requirements respecting hours of 
labor, minimum rates of pay and fair methods of com- 
petition, and it is therefore manifestly important that 
each industry itself shall at once cooperate through 


1933 


JUNE, 





Form to be filled in and mailed to N. E. W. A. 


your arrangements to become 
a member. 

Tuis Is tHE Most IMporTANT INDUSTRY COMMUNI- 
CATION You Have Ever RECEIVED, AND Your IM- 
MEDIATE ATTENTION Is V1TAL TO YouR BUSINESS. 
PLEASE Do Not DeLay More THAN 24 Hours IN RE- 
TURNING THE ENCLOSED FoRM WITH COMPLETE IN- 
FORMATION TO THIS OFFICE. 
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Views of Our 


Readers 





President Ferguson Defends His 
Range Rental Plan 

To tne Epiror: 

I would ask space for the publication 
of the following comments with refer- 
ence to your editorial on Range Rentals 
which seems to have been predicated on 
the false premise that a customer renting 
a range is thereby removed as a prospect 
for a sale, whereas our whole campaign 
is built on the idea that the rental is a 
trial of electric cooking, and when sold 
to the idea, the renter then becomes a 
good prospect for a sale, since the wiring 
obstacle has then been removed and the 
cooking demonstrated. 

In furtherance of this objective 
rentals are restricted as follows: 

1. A single model only is offered (not a 
full line). It carries no manufacturer’s 
name or guarantee. 

. The rental range is not for sale and 
cannot be purchased. 

3. The rental range, while capable of 
demonstrating electric cooking per- 
fectly, is not particularly high-class in 
appearance, finish or equipment. This 
is intentional so that the housewife will 
look to a purchase when convinced as 
to electric cooking, on account of her 
pride of ownership. 

4. A rental of 15 per cent on the purchase 
price of an equivalent range is not 
attractive, except for the purpose of 
trying out cooking. For this use it is 
not too high. 


bo 


5. All users of rental ranges are listed 
with dealers as prospects. Their sales- 
men and ours are encouraged to knock 
the rental range in every respect ex- 
cept as to its ability to demonstrate the 
advantages of electric cooking at a 
nominal cost. 

It would seem as though your paper 
should investigate the local situation be- 
fore condemning it, and if the plan is 
found to aid rather than hinder such 
sales, to devote your energies to point- 
ing out how to avoid the bad effects sure 
to follow from an unintelligent “hit or 
miss” rental plan. 

Do not condemn a sound plan just 
because someone else may do something 
else not so sound. 

S. FERGUSON, president, 
Hartford Electric Light Co., 
Hartford, Conn. 


Editor’s Note: The editorial to which 
Mr. Ferguson refers (E. W. May, ’33) 
was written only after we had discussed 
the subject of range rentals in general, 
and the Hartford Plan in particular, with 
representative contractors, wholesalers, 
manufacturers and trade association ex- 
ecutives. We went to Hartford and 
secured at first hand the reaction of the 
trade there. We also talked with men 
who are in a position to feel the pulse 
of the industry nationally. 

Only one man told us we were wrong 
in our appraisal of the Hartford Plan. 
He was a Hartford contractor who had 





The American Electric Crowd: together with a few factory representatives. 
President Luther E. Reid writes, “We just closed a very successful and interesting 


sales conference of both our Wichita and St. Joseph houses. 
oughly our different lines of material and especially our credit situation. 
men will now cooperate more closely than ever with the credit department. 


We discussed thor- 
Our sales- 
We 


have had to put many of our dealers on a cash basis, especially the delinquent 


accounts. 
accounts.” 


At our conference we decided to devote our efforts more to selected 


installed a considerable number of the 
first 500 rental ranges. Others whom we 
approached looked upon this plan as 
purely experimental. While skeptical as 
to its soundness, they preferred to await 
tangible results before expressing a 
definite opinion. 

Most of those interviewed, however, 
we found to be in hearty accord with 
our contention that range rentals, like 
lamp renewals, are inconsistent with 
sound merchandising principles. 
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Selling Through Wholesalers Is 
Sound Business Sense 


To THE EpitTor: 

We want you to know that we appre- 
ciate the editorial comments you made 
on our sales policy in your April issue. 
Wholesalers and distributors in all trades 
have written us expressing their ap- 
proval of our policy, and, unquestion- 
ably, it is placing this company in a very 
favorable position with the wholesaling 
trade. 

However, some manufacturers see in 
a policy, such as ours, the forerunner 
of a general move to force them to cor- 
rect unsound, uneconomical, and un- 
ethical distributing and sales practices. 
Some have expressed the thought that 
we are too idealistic. Frankly, there is 
no idealism on our part whatsoever. 
We recognize the distributor and the 
wholesaler, and realize that it is sound, 
economical business to _ distribute 
through them. We cannot distribute 
cheaper or more effectively, and as long 
as we distribute through wholesalers and 
distributors, and it is sound business 
sense to do so, we are not going to com- 
pete with them. 

A. W. Tucker, Secretary, 

The Henry G. Thompson & Son Co., 

New Haven, Conn. 
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Credit Survey for May Shows 
Strong Improvement 


Definite improvement in both whole- 
sale sales and collections throughout the 
country is noted in the May survey re- 
leased by the National Association of 
Credit Men and published in its official 
magazine, Credit and Financial Man- 
agement. 

The survey is based on monthly re- 
ports from correspondents in 104 of 
the major markets of the country 
including every state. Contrasting the 
May and April surveys brings out the 
especially strong improvement; 51 per 
cent of the reports in May noting “fair” 
conditions in sales as compared with 33 
per cent in April. In collections the 
May percentage reaches 41 per cent in 
the “fair” column compared with 19 
per cent in April. 
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The manufacturers whose exhibits appear on 

the following pages, as well as those using 

space elsewhere in this issue, extend their 

hearty congratulations to N. E. W. A. upon 
the occasion of its 25th Anniversary 
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These Advertisers All 


Believe 
in the 
ELECTRICAL WHOLESALER 


They Merit 
Your Loyal Support 
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Grill 
will take 
full size coffee 
pot or frying 
pan 






Toast here 
while the cof- 
fee boils. Two op- 

erations from 
the same 
heat 


Retails 


for SDS 


Slightly higher 
west of 
Rockies 


= OSC 


L very looker a bu ver 


The new Volcano Roaster Toaster sells on sight, and 
here are the reasons why. It is the only Dual Purpose 
appliance on the market selling at a price under ten 
dollars. It is not just a toaster, or just a grill, it is a 
combination of both, and embodies new and exclusive 
features that combine to give it real sales appeal. It 
is the only appliance at its price that performs two 
operations at the same time from the same heat; an 
economy appeal that is universal. 


Here is the sales stimulator you have been looking for! 
Eye appeal, plus purse appeal! Superior to Dual Pur- 
pose appliances selling for many times its low price of 
An item that will put the punch and pep ack 
into your sales chart. Three-point sales appeal that 
cannot be equalled. 


A Sensational Dollar Special. 


Here itis... 


1. Economy. The retail price of the Roaster Toaster, 
$1.25, places it within the reach of everyone. Its 
operating economy, two operations at the same 
time from the same heat, appeals to the thrift of 
every man and every woman. 


2. Speed. Because of a new development in the heating 


unit of the Roaster Toaster, the cooking speed has 
been greatly increased: always an important point 
to those who have to prepare the food. 


3. Appearance. Quality construction and design com- 
bine to achieve an eye appeal equal to a much 
higher priced article. 


Write today for complete information. 


VoLcANoO ROASTER TOASTER 


201 N. WELLS ST. e {o's = 3st Polls « CHICAGO, ILL. 


as it frys — as it cooks 
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PANTHER and 


a PANTHER Friction and Dragon Fric- 
- tion and Rubber Tapes sound good 
on paper and are just as good in fact. 
Cellophane wrapped and sealed — indi- 
vidual green cores—backed by the Oko- 
nite reputation—satisfying all require- 
ments—they are commercial tapes which 
step right out of a printed catalog and 











into your customer’s stock. Panther 
No. 1 and No. 2 are packed in attractive 
counter display cartons. The Handy 
package contains ten rolls of Panther 
No. 8. The Panther-Dragon booklet de- 
scribes them both. Get acquainted now 
if you do not already know this fast- 
moving line — sold exclusively through 
the wholesale trade. 


Winner of the “Victory” Contest in April 


R. F. Schmitz of the Wabash Electric Company, Chi- 
cago, Ill., carried off the April sales contest prize for 


Panther and Dragon Tapes. 


order for his orders. 


Congratulations are in 


DRAGON TAPES 





HAZARD INSULATED WIRE WORKS 


Division of 


THE OKONITE COMPANY 


Factories: 


Wilkes-Barre, Pa. 


Passaic, N. J. 
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Sold Through | 
Jobbers Only* 


Send fora sample. Ex- 
amine this tape — see 
why it is being speci- 
fied by leading power 
companies and street 
railways. Write today. 





Increase your Tape Sales 
—give Clifton Quality 


to your customers— 


W holesalers report 


INCREASES 


in Tape Sales 


LIFTON’S tapes continue to do a profit-making job for whole- 
salers because,—they have the quality that counts—they give 
exceptional service—they get the user’s approval. Numerous 

Clifton wholesalers have increased tape sales in 1933, not in any 
particular section of the country, 
but everywhere. This means that 
Clifton’s tapes are made to give de- 
pendable service anywhere. Give 
your tape sales this tonic—let Clif- 
ton quality pep up your sales and get 





you some of that tape profit. Longer 
life, higher dielectric strength, and 


savings in tape costs are some of 











the points you have to talk about. 


CLIFTON MFG. CO., INC., BOSTON, MASS., U. S. A. 
65 Brookside Ave. 
Manufacturers of Tape Since 1888 
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The constant trend toward gas filled lamps has made 
switch replacement one of today’s big problems. Switches 
that were adequate for yesterday’s use are now being 
rapidly replaced by switches built to handle today’s type 
“C” lamp loads. 

These new P&S-Despard switches have been designed 
with just this thought in mind—to solve the REPLACE- 
MENT problem. 


1815-D Single Pole 10 Amp. 125 V.; 5 Amp. 250 V. 


1825-D Double Pole 10 Amp. 250 V. 
1835-D Three Way 10 Amp. 125 V.; 5 Amp. 250 V. 
1844-D Four Way 5 Amp. 125 V.; 250 V. 





THE 


TRIPLEX 


CONVENIENCE OUTLET 





Designed and styled to cope with today’s electrical 
requirements, the new P&S-Despard TRIPLEX Outlet 
marks another milestone in electrical convenience. Three 
outlets are now available in place of the usual two—Mod- 
ern face design with easy finding slots—New constant 
tension contacts which grip both sides of plug cap 
fingers—And four binding screws for faster wiring. 


Furnished in either lustrous brown Bakelite or Alabar 
(Ivory) finish with plate to match. 
15 Amp. 125 V.; 10 Amp. 250 V. 
1325 Brown Bakelite 
1425 Alabar (Ivory) 


N ew 


P&S DESPARD 


SWITCHES 


or 





EXISTING 
TUMBLER SWITCH PLATES 








MANUFACTURED By 


PASS & SEYMOUR, Inc. 


sralion SYRACUSE, N. Y. 
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Here’s what comes with it— 


Two genuine exclusive 
Pyrex bowls 


Juice extractor, extractor 
bowl, and oil dropper 


Double bladed beater 


IGHT now the housewives in 

your territory are getting their 
first look at this new General Electric 
Hotpoint Mixer in their favorite 
magazines. 


This is the most efficient mixer 
ever built! And it’s the simplest! 


It’s different in design from any 
other mixer. Better in design. Its 
motor is in the base... where it 
ought to be . . . where the weight be- 
longs. Result... you can’t tip it over! 
Result number two... . no motor oil 
can drop into the food. 


News of this mixer breaks in the 
June issues of “Good Housekeeping” 
and “Better Homes and Gardens.” 


And the retail price?...only 
$19.95. That includes two exclusive 


Pyrex bowls, the double beater, drink 
mixer, juice extractor, and oil drop- 
per. Food chopper with speed reduc- 
tion unit $5.50 extra; grater $.50 
extra; knife sharpener $.50 extra; 
banana creaming set $2.25 extra. 

A three minute demonstration 
proves thesuperiority of this new Hot- 
point Mixer in both speed and per- 
formance and means a sale. See that 
your customers know what it will do. 


Crash the market... hard! 
with this new G-E mixer! 





Selling Features? ... Look! 


1—The most powerful motor ever put into a mixer 

selling for less than sixty dollars. . . 3 speeds. 

2—Operates on either alternating or direct current. 

3—Lubricated at the factory; user never need oil it. 

or neck; lets beaters drip into mixing 
owl, 

S—<Automatic bowl control . . . regulates the bowl 

speed in mixing. 

6—Cast metal juice extractor bowl... unbreakable. 

7—Finished in Eden green baked enamel . . . won't 

chip, won't stain, easy to clean. 

S—All accessories easily attached—no fuss or 

bother. 

9—Guaranteed for one year against electrical and 

mechanical defects. 





GENERAL@Q ELECTRIC 


GENERAL ELECTRIC CO., MERCHANDISE DEPARTMENT, SECTION E-616, BRIDGEPORT, CONN. 




















WADSWORTH 


OFFERS NEW LINES PROFITABLE 
FOR WHOLESALERS 














The New Show Window Unit 


Outstanding from the standpoint of efficiency, economy 
and greater flexibility 





D-tach-O 


The revolutionary @ 
method of lighting / 
display cases. ) 





Safety Switches 


New Type 
Self Aligning Blades 











Te WADSWi TECTRICMEFGC INC. 
: ee 
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' TWENTY YEARS 


of service to the 


ELECTRICAL INDUSTRY 


Twenty Years of selling through the 
Electrical Wholesaler 


BELL TRANSFORMERS 


Killark Doorbell Transformers represent the highest 
quality obtainable in a small but highly important item. 
More than a million Killark transformers have been put 
into use in the past twenty years, every one of them 
through an electrical wholesaler. They are made to last 
and do last. In handling and recommending Killarks, 
you are rendering your trade a distinct service. Our 
complete line includes a type for every purpose. 





CONDUIT FITTINGS 


Killark “Electrolet” 
Conduit Fittings are 
nationally used and 
known. They are 
noted for their prac- 
tical time-saving 
features — sharp, 
deep threads, tap- 
ped straight; made 
of copper-bearing 
malleable iron 
which is practically 
unbreakable and 
rust resisting; 
plenty of splicing 





| KILDARK 





room inside; wash- 
er protected screws 
that don’t get lost; 
square backed bod- 
ies that lie flush 
against a flat sur- 
face without turn- 
ing, and many oth- 
ers. “Electrolets” 
are a complete line 
of conduit fittings. 
There is an “Elec- 
trolet” for every 
purpose and re- 
quirement. 


FUSE PANELS 


Killark’s complete line of fuse panels 
includes the flush type, the surface type 
and both the surface and flush type with 
switches. All models of Killark fuse panels 
are made in sizes to accommodate from 2 
to 24 circuits. Literature upon request. 





KILLARK ELECTRIC MFG 


CO 








il 


ESTABLISHED 1913 
3940 Easton Ave. 


St. Louis, Mo 
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We are pleased to number among our Bull Dog Tape distributors 
many of the leading Electrical Wholesalers in the country. Some of 
these have been members of our distributing family ever since Bull 
Dog Tape was placed on the market more than a quarter of a century 
ago, and each succeeding year has added new houses who have ac- 
tively promoted its sale because of its outstanding value and the fact 
that Bull Dog Tape builds sound repeating business year after year. 


Bull Dog Tape is sold throughout the world. It is favorably known 
through advertising and performance; yet it is competitive in price 
when fairly judged on the basis of value. 
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In the parade of years have marched the namps 
innumerable electrical products, many of #hi 
have long since dropped out—forgotten. 


The name BRYANT still stands in the vanguai 
after nearly half a century because BRYANT &v. 
failed to produce not only what the needs # i 
dustry called for in quaiity and fair pricey b 
backed up the line with an inflexible policygth 
gave the electrical wholesaler the protecti@ | 
justly deserves. 





BRYAN iz 








SINCE 1888 + 






MANUFACTURERS OF “SUPERIOR WIRING DEVICES” 
NEW YORK—60 East 42nd Street 


cmeno— 3 





wice 


at 





the names of 
ny of ghich 
ten. 





he vanquard 
YANT @ever 


needs 








in- 
ir pricey but 
> policygthat 
he 


rotectid 





|| No. 4832 


has enjoyed 
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No electrical wholesaler should overlook the fact 
that industry's acceptance of the BRYANT line of 
Superior Wiring Devices means a non-lagging de- 
mand that cannot help but earn growing profits. 
The BRYANT Line is complete with thoroughly 
well-made devices that find their uses everywhere 
electrical current is used for light or power—each 
device deserving of the name that has been iden- 
tified with the electrical industry in every step of 
its development—for more than 45 years. 








No. 4322 




















Defrost-O-Clock 


irs Industry Acceptance! 


The BRYANT Line includes not only many new 
specialties developed for distribution through the 
electrical wholesaler— 

Heater Cord Sets. 

Socket Cord Sets, 

Everclear Non-Kinking Cord Sets, 
Appliance Switch Plugs, 
and others— 

but the new DEFROST-O-CLOCK which auto- 
matically defrosts electric refrigerators without 
any manual attention. This is a profit-making 


number for the wholesaler. 
i 





CTRIC COMPANY, BRIDGEPORT, CONN. 





[ superior 
WIRING DEVICES 





. Sd 


844 





st Adams Street 


Sd 5 4 ° . 


5 


MANUFACTURERS OF HEMCO PRODUCTS 


SAN FRANCISCO—149 New Montgomery Street 
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INSULATORS 
bi ‘METERS . 
aie Know-Marks 
as of the 
-——_—_@ 
ovarian SOS7! Xe Yalefan, | e 
ae Electrical Industry 
—each indicating compliance with an 
AEE. ce industry specification 
7 —the manufacturer being assured his 
product is standard—or better 
—the purchaser being insured the 
quality he has ordered 
: GENERAL A very practi- 


cal form of co- 
operation. Both 





PASSED 
A. &. T. M. SPEC, 0120-23 
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SANGAMO DISTRIBUTORS 
“Coke ‘em-then wetl’em” 


When contractors know the 
complete Sangamo story 
they buy Sangamo Switches. 
Tell 'em that there are six- 
teen markets for these Switches, six- 
teen actual fields where business can 
be secured. Show them the line 
and how it's made—that's all that is 






needed for you to get busi- 
ness. 





Sangamo Time Switches are 
advertised for you! The faith that 
Sangamo has in electrical wholesal- 


ers is founded on the faith that 
wholesalers have in Sangamo. 


HERE IS WHERE YOUR CONTRACTORS CAN SELL THEM: 


5. Floodlighting control 
6. Airport lighting control 
7. Street lighting control 


- Oil burner control 
Ice machine defrosting 
. Apartment house lighting 


- Go 20 


. Beacon lighting control 9. Electric sign control 


control 8. Billboard lighting control 


. Ventilation control 13. Blower operation control 


. Display window lighting 14. Automatic stoker control 
control 15. Motor control 
- Poultry house lighting 16. Oil filter control 


control 


SANGAMO ELECTRIC COMPANY © SPRINGFIELD, ILLINOIS 
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@MC-X—The ideal new work box,— 
with Extended Ears and Pri-Outs. 
Bushed clamps for armored cable— 
21%” deep. 





@MC—Old work switch box, 2%” 
deep. Bushed clamps for armored 
= e. Patented Pri-Outs through- 
out. 


@MF-X—1%” deep, with adjustable 
wall bracket and Extended Ears. For 
armored and sheathed cable. Two- 
way Pri-Outs. S 


The 











@DO-13—3%” round box, 
1%” deep. With stud and 
two-way bushed clamps. Pri- 
Outs in bottom as well as 
in sides. 











Old friends are ones on whom you can depend. 
Members of the Raco family are old friends 














@ MC-R—For wall receptacles. Equipped . of yours. You can depend on them—now— 
with bushed clamps for armored 

cable. Box 2%” deep. Pri-Outs, of and always. 

course. 


You can depend on them for quality and design. 
You can depend on them—when you want 
them—as you want them. 





And—you can depend on them for sales, and 
@SU-13—3%” round box (1%” deep) 


shallow bar hanger. Box fully ad- 
pee agg Bape yy agg Hon profits, for you know that the contractor and 
———— necessity for using Raco Boxes are old friends, too. 


Check them over now. Write for your latest 
price lists—today. 





eRLEDUIS 


ROACH-APPLETON MANUFACTURING CO. 


Incorporated 


3902 W. Sample Street, South Bend, Indiana 
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GREENLEE TOOLS 











You can profit by selling Greenlee Hydraulic Conduit Benders, 
Knockout Tools, Thin-Wall Conduit Flangers and other tools to elec- 
trical contractors and large industrial plants, just as other wholesalers 
have done ever since the Greenlee line of inside wiring tools was 
introduced. 


Every contractor in your territory is a prospect for at least one of 
the tools in the Greenlee line. Those having large conduit to bend 
can save time and money by using Greenlee Hydraulic Benders. 
And many users have written us that their benders and knockout 
tools paid for themselves on the first job. So you see that these are 
profitable items—profitable for the customer and profitable for the 


Greenlee wholesaler. 
Panel and 
Knockout 


Cutter 


Many contractors from coast to coast are going to buy Greenlee 
Tools for the next important job. Some have told us so and all have 
learned of these tools through 





Greenlee which consists of direct mail and monthly insertions in ELECTRICAL 
as CONTRACTING, the magazine reaching approximately 90% of the 

buying power of the electrical contracting industry. This advertising 
has been working for nearly four years and has brought us hundred¢ 
of inquiries, which have been turned over to our wholesalers to close. 





We believe in the electrical wholesaler—that he performs a neces- 
sary and important function in the distribution of electrical products. 
That's why from the very first GREENLEE TOOLS have been sold 
through the wholesaler. 


The electrical wholesaler will continue to be supported and will be 
given advertising and sales help. Ask for the Greenlee proposition. 


GREENLEE TOOL CO. 


ROCKFORD, ILLINOIS 
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THESE NATIONALLY 
FAMOUS COMPANIES 
SAY O. K.! 


NATIONAL \\ 
ELECTRICAL 


EXPOSITION 





MADISON $Q. GARDEN 


—and have contracted for space in the National Electrical Exposition to be held at Madison 
Square Garden September 20th-30th, 1933. Lines to be displayed 
are set opposite their names. 


Philco Radio & Television Corporation 

Stromberg-Carlson Telephone Mfg. Co. 

Crosley Radio Corporation 

Grigsby-Grunow Company 

General Electric Company—Air Conditioning 
Division 


R C A Victor Company 


Premier Vacuum Cleaner Co. 
Halson Radio Mfg. Co. 

Nineteen Hundred Corporation 
Norge Corporation 

E. B. Latham & Co. 
Bushwick-McPhilben Corporation 
Electrical Testing Laboratories 


Westinghouse Electric & Manufacturing Co. 


General Electric Company 


Utah Radio Products Co. 


Gibson Electric Refrigeration Co. 
L & H Range Co. 

Waters-Genter Co. 

Stewart Warner Co. 

New York Edison and Afhliated Companies 
McGraw-Hill Publishing Co. 

Radio & Electric Appliance Journal 
Commercial Credit Company 

Fada Radio & Electric Corporation 
Conover Company 

Electrol, Inc. 


Radio receivers and Television 
Radio receivers 

Radio and refrigerators 

Radio and refrigerators 


Air conditioning apparatus and oil burners 

Radio receivers, Radiotron and Cunningham 
Tubes 

Vacuum cleaners 

Radio receivers 

Washing machines 

Refrigerators 

Leonard refrigerators 

Sparton radio receivers and Sparton refrigerators 

Testing instruments used by the electrical in- 
dustry 

Home appliances, refrigerators, air conditioning 
apparatus and lamps 

Air conditioning, oil burners, lamps, their entire 
line of appliances through their merchandising 
department, Hot Point refrigerators, Hot Point 
appliances, Hot Point ranges 


Radio appliances (that make radio what radio 
should be) 

Refrigerators 

Ranges 

The Toastmaster line 

Radio receivers and refrigerators 


Trade publications 
Trade publications 


Radio receivers 
Conover dishwashers 
Oil burners 


For information regarding available space and rates communicate with Joseph Bernhart, 


National Electrical Exposition, Madison Sq 


Square Garden, New York, N. Y. 


1933 WILL REWARD COURAGE! 
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AN OPEN STATEMENT 
To ALL JOBBERS 


Validity of Patent No. 1,700,985 covering sold i 
,700, g solderlesstapeless Wire Con- 
nectors, which form thread marks in the wires while Sista ioined 
was sustained by Court Decree on December 12, 1932, and the Court 
—— _ that = or Connector, sold by Garfield-Elliott Electrical 
upply Company, Inc., jobbers, infringed thi , 
te i — infringed this patent. Below are excerpts 








\cT court 
st 
STATES mee 
- THE Uv ia otRIct 
T 
sov 
4 
R an 
ECKE 
TER BPS Cin 
W ER, doing 
OHN ECK ° 4 . 
Yous © Bros the BO or Cone A sity No: 90,985 
sness U ror Dt Moots pri) Eaveat No: } 
buss commiay, VENKATSOBS a 
U TSN. , 
SREIIGHOO runt 
“BLE 
an DBO, INC» nt 4 and 
GAREY COM Defenor”™ jaims 3 ** 
SUPPL ECREE ericulatl¥ © 
d 
D gas, ipfrin€e 
Patent No. suing aos 
perverts og aiid in 12" any: = of Geld 
eed, orates od a0 1y Comet” 45 oer g Garne 
¢ the io perei™s are 6° jectrical Surry 33 4™ “ 
5 as geciared ° d- Elliot 7 particularly ital ¢ this 
reals a a 
A Pate . a ygsue © {\iott derive 
Lette san ctio® Inc: eld , b 
gi inj? mpany> dant, Ga! ndan 
5 Tha hs P «al SY ply Co he dele be a4 2 osha Ry pply 
Biliot™ sqtisis 80 TY advan 1g Biliot F™ 
That the P an - gefendan es 
[nc - his an a 
made fis att” — Di rick 
a. 9 . (= oi 
arhat the P eon Mr vot exalt suyen eS United grates 
ots signed sa 
Solderl 
Tapeless. 
Connectors 2 
Dated er 12 199 AIM Se A RLU 
“A joining and insulating electrical connection comprising a plurali f di 
es Mh Ra ef ym 
t i ° : ry ary jal , 
The gg Connectors legitimately sold under Pat- | nn "N OT FE. 
ent No. 1,700,985 are marketed by the five fol- 
lowi f. $ using 
ing manufacturers | Pree making, selling and/or Connectors which form 
Trade Nemo | — marks in the wires while being joined, regardless of mate- 
| Bryant Blectrc Oe. “Bryant™ a or materials used, will be vigorously prosecuted. 
ene ectric Co. "] a 
| Ideal Commutator Dresser Co. “Ideal” 
Ideal Commutator Dr “Hea ang |  LDEAL COMMUTATOR DressER Co. 


: Conex 
__ Wiremold Co. “Wiremold™ 1047 Park Avenue Sycamore, Illinois 
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“Help me build business 
for both of us— 


"| lose business, | lose time and | lose money when | 
| have to stop and shop around for Wiremold every 
time | get a job. And that's BAD—for both of us!" 

—W. B. B. 








What Contractors want is ’ Service!’’ 


They say that THEY are losing money 
because Jobbers’ stocks are LOW! 


We say that YOU are losing money— 
for the same reason! 





he won't have to waste his time in getting the material together for 


CONTRACTOR has a right to expect when he figures on a job that 
f N it—after he finally lands it. 


Hold your customers in line—show them that you appreciate their trade—by 
making it easy for every one of them to get what he wants when he wants it. 


Wiremold is now finding many new applications because of its amazing versa- 
tility. In all sizes it is now being used to a rapidly increasing extent for 
modernization work of all kinds, including panel, cove, window and show- 
case lighting—and for securing a multiplicity of outlets on base-boards, walls 
and ceilings where convenience and neatness are appreciated. 


From panel box to outlet Wiremold provides the simplest and most practical 
method of adding to or replacing insufficient lighting systems without expen- 
sive alterations. 


All of this means new business chances for the contractor—and for you, if 
you help him make the most of them. 


We extend our compliments to the 





<5 NEWA on their 25th anniversary 


Actual Size 






del a he ay 1h, 


Ne. 1000 HARTFORD, CONN. Actual Size 
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If It’s PAR ANITE It’s Right 


PARANITE 


IS ADDING ITEMS TO ITS LINE 


It now offers to its wholesalers the following: 








RUBBER COVERED 
Code 
Intermediate 


30% 


LEAD COVERED 
Code 
Intermediate 


30%, 
CORDS 
*Every description 
*CORD SETS 
*FRICTION TAPE 
*RUBBER TAPE 


*A BC CABLE 

FLEXIBLE METALLIC CONDUIT 
*FLEXIBLE NON-METALLIC CONDUIT 
*SHEATHED CABLE 

*RADIO WIRES AND CABLES 
AUTOMOBILE WIRES AND CABLES 
*TYPE C F FIXTURE WIRE 

HEATER CORDS 

ALL RUBBER ATTACHMENT PLUG CAPS 


and many other electrical wiring specialties 


*NOTE: Those products marked with an asterisk (*) 


are new lines recently added. 





PARANITE WIRE & CABLE CORPORATION 


DIVISION OF 


ESSEX WIRE CORPORATION 


27 MANCHESTER AVE. DETROIT, MICHIGAN 
WAREHOUSE STOCKS FOR QUICK DELIVERIES 


Paranite Wire & Cable Popkin Brothers, Walter I. Ferguson, H. F. Boardman, Paranite Wire & Cable Paranite Wire & Cabl: Paranite Wire & Cable 
Corp., East Bethune St., 800 Dwight Building, 400 California Reserve orp., Corp., rp., 
411 So. Peoria St., Detroit, Mich. Kansas City, Mo. Bid Graybar Building, 1 Federal Street, Wallington, Conn. 


., 
Chicago, III. Los Angeles, Calif. New York City Boston, Mass. 
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Utilities in New York City to 
Cease Merchandising July | 


Cooperation in the promotional work 
of the electric utility companies in New 
York City and dealers in electrical mer- 
chandise has reached such a point that 
the utilities are withdrawing from 
direct selling activities on July 1, ac- 
cording to an announcement by the 
New York Edison Co., United Electric 
Light and Power Co., Brooklyn Edison 
Co., and New York and Queens Elec- 
tric Light and Power Co. 

“On July 1,” said the announcement, 
“the electric companies in- this city, 
affiliated with Consolidated Gas Com- 
pany of New York, will stop all sales 
of electrical appliances and mazda 
lamps. For about a year the utilities 
have been gradually lessening their sell- 
ing efforts and placing emphasis on 
promotional work, the chief benefit of 
which has accrued to the other mer- 
chandising outlets. It was our belief 
that the time had come when electrical 
equipment, from lamps to heavy duty 
appliances, had sufficiently demonstrated 
its merit, and sufficient public accep- 
tance had been built up for it so that 
electric utilities (in this territory at 
least) could beneficially change their 
policies. Our companies therefore have 
been devoting their efforts to promotion 
of the idea of using electrically operated 
equipment for labor saving and time sav- 
ing, rather than to sales campaigns. We 
have been cooperating with department 
stores, hardware dealers, electric deal- 
ers, manufacturers, in their sales activi- 
ties. Through the Electrical Association 
of New York, we have endeavored to 
build up general cooperation in promo- 
tional effort and in furthering sales of 
appliances. 

“Progress made on this cooperative 
basis of operations has been gratifying, 


and has convinced us that we can cease 
selling appliances and lamps after July 
1. Our companies will devote their 
resources to promotion for the benefit 
of all dealers in electrical equipment. 
Our sales rooms will become demon- 
stration stations; our advertising wiil 
sell the idea of using electricity, but 
will not endeavor to sell any specific 
type or brand of appliance. Our Home 
Economics Bureaus will continue their 
valuable work. Our sales people will 
become _ promotional representatives. 
Our interest, which is to produce a 
larger use of electric current, will 
always assure our heartiest cooperation 
in the development of sound sales 
policies and practices.” 


v 


Appliance Sales Discontinued 
by Virginia Utility 

The utility company in Norfolk, Va., 
has discontinued all selling of electric 
refrigerators and other electrical appli- 
ances and has instituted a system of 
cooperation with local retail dealers. 
This utility until recently sold electrical 
appliances from its own show rooms 
and with its own salesmen. Appliances 
are still displayed and a salesman will 
explain their features, but if a customer 
wishes to buy, he is referred to regular 
local dealers. The new policy has re- 
sulted in a better feeling among the 
local trade. 


v 


N.E.C.A. Contacts Bankers on 
Electrical Modernizing 


Through headquarters of the Na- 
tional Electrical Contractors Associa- 
tion, contact has been made with the 
American Bankers’ Association to de- 
velop a program of cooperation with 





It's "Daddy Weice" Now: “Charlie” Weicensang, sales manager of the Hyland 
Electrical Supply Co., Chicago, is being heartily congratulated by three manufac- 
turers’ men who heard that “Weice” was passing out cigars, celebrating the arrival 


of a baby girl. 
of the Westinghouse Lamp Co. 
the right is Clyde Foster of Bryant. 


Just to be sure you know them, on the left is Henry Herrmann 
Then comes “Jim”? Ehrhardt of Arrow, and on 





Has a New Job: D. D. Erwin, who 
has been in the electrical wholesaling 
business in Pittsfield for many years, 
has his sleeves rolled up and is all set 
to go at the newly opened Pittsfield 
branch of the Roland T. Oakes Co. of 
Holyoke, Mass. 


the bankers of the country in the mod- 
ernization and renovation of real estate 
properties, in which the banker today 
holds the key to a tremendous market. 

In every bank there is an officer in 
charge of real estate, or a senior officer 
who acts with his finance committee 
in the administration of the properties 
in which the bank has a direct interest. 

These bank officers in charge of 
real estate are already modernization 
minded. Their problem is to handle 
the bank’s properties with maximum 
benefits to their bank. Their experi- 
ences have convinced them that only 
property with modernized equipment is 
rentable and salable. 

The opportunity lies ready made at 
the hands of the electrical industry to 
reach through these banks in every 
community, a tremendous field of mod- 
ernization work in bringing antiquated 
properties up to modern electrical re- 
quirements. 


v 


Credit Congress of Industry to 
Meet in Milwaukee June 20 


The 38th Annual Convention of the 
National Association of Credit Men 
will be held at the Hotel Schroeder, 
Milwaukee, June 19 to 23. Twenty-six 
trade groups have been organized for a 
Credit Congress of Industry with all- 
day programs scheduled for June 20 
which will cover the broad aspects of 
sales and credit administration, with 
special emphasis upon those subjects of 
particular significance to each trade. 
The meetings will be open to non-mem- 
bers as well as to members of the 
National Association of Credit Men. 

H. L. Cummings, Westinghouse Elec- 
tric Supply Co., St. Paul, Minn., is 
chairman of the electrical and radio 
group of this credit congress. 














~ VICTORY in '33 


Plccttics! Wholesaling's Nation-Wide | 


Sales Drive to Stimulate Recovery 














April Prize Winners 


$10.00 Prizes 


Be a IE oisisisinssnicsienicodebiciomaclaipacbacitaill General Electric Supply Corp., Houston, Tex. 
¥. & Lindsay SSE Eee NE Are ene LONER Oe Pe OSS Nh PPR Allen Electric Co., Cleveland, Ohio 
i ee Lighting Fixture & Electric Supply Co., New Orleans, La. 
OTS, soi) wetniesinehieasninilaittiolbill gui coacateelas sal Graybar Electric Co., St. Louis, Mo. 
Jack E. Bisset... sik eh shied liiiaa hi acdacamdaa eee California Wholesale Electric Co., Los Angeles, Calif. 
ET eRe ee Te eae, Sry F. D. Lawrence Electric Co., Cincinnati, Ohio 
Fie NS ii liiebisinoniaiiescctnrenbabledbubiteasc aren Standard Electric Supply Co., Milwaukee 
Charles J. Leesman.._. ph silbeptihines Gi paleneaennaeieae General Electric Supply Corp., Cincinnati, Ohio 
Eee shins ican eee ideale Graybar Electric Co., Chicago, Ill. 
LS LT LLL ERD! Baitinger Electric Co., New York City 
I  scsiesnssciopavsveniicaainonnntigedansnetate .....ReQua Electrical Supply Co., Rochester, N. Y. 
Rebert Raen.................:....... <li apa asaiaedenasideccsitecauamaaaaaal Revere Electric Co., Chicago, Ill. 
IN 2d ss nicicnblanad css Resta tide Rand MoM Wabash Electric Co., Chicago, ill. 
i; ©, Reeeee................... 3 scacesininaate eaielanecad ne Garfield-Elliott Electric Co., New York City 
IN ooo iciics ter eee eel Listenwalter & Gough, Inc., Los Angeles, Calif. 
C. D. Hummel... EERO ETE RO DI ee een be Ee en Ke Baitinger Electric Co., New York City 
a a le Frank C. Teal Co., Detroit, Mich. 
err ekcsshapeigenntoarre H. Poll Electric Supply Co., Toledo, Ohio 


$5.00 Prizes 


C. W. Schuelke.... dithnstkaipenraieson acts taammtati le ce Revere Electric Co., Chicago, Ill. 
° 5. RAE inn earner ERC tare eertie er Sct _.....Terry-Durin Co., Cedar Rapids, la. 
i ihcscdttincsbecinmnsticaentenes-semmealeneamemed Irving Electrical Supply Co., New York City 
rs ee Revere Electric Co., Chicago, Ill. 
Emory ee City Electric Co., Syracuse, N. Y. 


May winners will be announced next month 


JUNE, 1933 
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Prize Winners Are Scattered 


from Coast to Coast 


Sells Something Better 


I was very much elated to receive your 
letter informing me that I was the win- 
ner of the Trumbull prize in “Victory 
in 33” Sales Contest for April. Thanks 
for the enclosure and also for the gold 
lapel button which I will be very proud 
to wear. 

Two-thirds of the amount of sales re- 
ported represent Trumbull “Flex-A- 
Power” and “Buss-Wa.” For the last 
two years it has been my policy to en- 
deavor to eliminate competition as much 
as possible and, at the same time, sell 
something better. When I run across 
a wire and conduit job, I immediately 
begin to sell the electrical superintendent 
on the advantages of Trumbull “Flex-A- 
Power” over wire and conduit and power 
panels. These advantages are many and 
I find I have been successful in putting 
“Flex-A-Power” over. In accomplishing 
this, it does eliminate competition as 
every wholesaler is in a position to quote 
on wire, conduit, fittings and power pan- 
els while there are only a select few 
Trumbull distributors in any given area. 
After the first installation of Trumbull 
“Flex-A-Power”, repeat orders follow. 
This also applies to Trumbull “Buss- 
Wa”. The balance of the amount report- 
ed represents a Trumbull switchboard, 
also magnetic and R. B. switches. 

I have been selling Trumbull products 
for 13 years and am thoroughly sold on 


the line myself. In every instance I stress 
the high standards of Trumbull quality 
and workmanship to the customer. 

I wish to acknowledge the splendid 
cooperation and able assistance of C. L. 
Baier, the local Trumbull representative, 
and E. T. Carlson, Trumbull engineer, 
who have helped me put it over. 

V. E. Jones, 
Frank C. Teal Co., 
Detroit, Mich. 


v 


Wins His Second Prize 


Many thanks for the $10.00 check you 
sent me for my efforts on American 
Blower products in your “Victory in 733” 
Sales Contest for April. As this is my 
second check since your contest started, 
I am more than grateful. 

It has always been a pleasure for me 
to sell American Blower products, as 
outside of the nice volume it adds to my 
sales, I always figure I have been of 
service to “suffering humanity”. 

I always try to get my contractor ac- 
counts to contact ventilating prospects 
closely after we have called on these 
prospects together. In this way we are 
usually on top when the job breaks. 

Wishing you every success, 

R. L. SNoperass, 


General Electric Supply Corp., 
Houston, Tex. 





Benjamin Electric Mfg. Co. 


Ee 
Re eee 


Hamilton Beach Mfg. Co. 


Steel and Tubes, Inc. 





April Winners of the Extra Prizes 
Offered by Manufacturers 


Allen Electric Co., Cleveland, Ohio 
Graybar Electric Co., Chicago, Ill. 
Graybar Electric Co., Houston, Tex. 
Sean Tri-State Electric Co., Sioux Falls, S. Dak. 


EERE 


a A. M. Little Co., Syracuse, N. Y. 
City Electric Co., Syracuse, N. Y. 


i Te i a 
i 


Glasco Electric Co., St. Louis, Mo. 
Allen Electric Co., Cleveland, Ohio 


Sp Ce 
Dis I sins sci niscsnnitvicnniniiscill 
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Has the "Victory" Spirit 


I received your letter and check and 
want to sincerely thank you. The en- 
closed button I will wear with pride. 

The only thing I can tell you about 
getting sales is that one must continually 
and religiously follow his clients. One 
never knows when a client is going to 
land a big job and it is best to be in 
his grace when he does get it. 

Another very big help to me is the 
“Victory” spirit of my whole organiza- 
tion and with that spirit, a man is always 
“up and at them” and not “down in the 
mouth”, 

EarLeE A, GOODMAN, 
Listenwalter & Gough, 
Los Angeles, Calif. 


* 
Followed Up Beer Gardens 


Again I have the pleasure of thanking 
you for check received this morning and 
gold “Victory in ’33” button, which I 
shall take pride in wearing. 

I believe the reason for my winning 
this prize on Wiremold was due to my 
close follow-up on beer gardens, stores, 
etc., and showing the contractor how 
money and time could be saved by using 
Wiremold. 

I certainly appreciate check and above 
all I surely prize my gold “Victory in 
’33” lapel button. 

Emory L. PUCKETT, 
City Electric Co., 
Syracuse, N. Y. 


v 
Sells Tape by Yardage 


Your check for prize for Plymouth 
products received and many thanks. I 
find when tape is sold by yardage in- 
stead of weight that lots of your ob- 
stacles are over. I easily convinced some 
of my tape buyers by showing them the 
actual yardage, net weight, etc., was 
greater than some competitive manufac- 
turers, that they were actually paying 
more for their tape even though they 
were paying less per pound. A whole- 
saler’s salesman can always show his 
customer these things without knocking, 
and seeing is believing. 

E. C. Lyte, 
Westinghouse Electric Supply Co., 
Houston, Te-. 
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Sam Sudak E. J. Dritschel 
Frankelite Co. Baitinger Electric Co. 
Cleveland New York City 


Follows Construction Jobs 

Your letter advising I was high man 
in the sale of Bussman products was re- 
ceived several days ago and fully ap- 
preciated. 

Since this award was made on the sale 
of Bussman products, permit me to say 
that the F. D. Lawrence Electric Co. 
carry only the best lines, and by the ef- 
forts of their salesmen these lines are 
specified by architects and engineers. 
The wholesaler’s salesman who follows 
construction work is in a favorable posi- 
tion to secure these orders. 

Fuses play an important part in any 
construction job and there is always a 
stock order to be placed when the con- 
struction period is over and operation 
begins. 

FRANK V. HERBERT, 
F. D. Lawrence Electric Co., 
Cincinnati, Ohio. 


v 


Selected His Lines 


Thank you very much for the Victory 
button and check. I was pleased to learn 
that my name is enrolled on the list of 
prize winners for 1933 as having sold 
the most Ideal Commutator Dresser line 
during the month of April. 

I am heartily in favor of your contest 
as it affords the wholesaler’s salesman 
an opportunity to work harder on cer- 





W. T. Wessels 
Franklin Electric Co. 
Philadelphia 


JUNE, 1933 


R. M. Shaeffer 
Colonial Electric Co. 
Philadelphia 





E. W. Williams 
Colonial Electric Co. 
Philadelphia 


tain lines best adapted to his particular 
trade. 
Yours for “Victory in ’33”, 
A. L. Coss, 
Irving Electrical Supply Co., Inc., 
New York City 





Important News 
for 
“Victory” Contestants 


will be found 
on pages 56, 57 











A Booster for Benjamin 
Your letter of May 19th, enclosing 
Victory prize check on Benjamin prod- 
ucts sales for the month of April has just 
reached me. Please accept my sincere 
thanks for the check and be assured that 
Benjamin products sell themselves. 


When a job for real lighting comes up 

and a Benjamin man can get on it, there 

is little doubt about his getting the order. 
A. W. TANNEHILL, 

Lighting Fixture & Electric Supply Co., 

New Orleans, La. 


P. Byrnes 
Graybar Electric Co. 








G. F. Slocum 
Doubleday-Hill Electric 
Co., Pittsburgh 


Newark 


Industrials Are Buying Now 

Today it is necessary to concentrate on 
items that are in demand in order to se- 
cure a volume of business. The industrial 
plant is an ideal spot to secure profitable 
business especially at this time. Motors 
and machinery that have been unused for 
months are now being put into operation. 
Right now industrial plants are ideal 
prospects for the motor and supply sales- 
man. 

The wholesaler that has good lines 
which are well known and recognized 
by the trade has little difficulty in secur- 
ing nice business today. 

The Wagner Electric Co.’s line is just 
one of the very good lines sold by the 
H. Poll Electric Co. It is very accept- 
able to the trade and therefore, if contact 
is made regularly, it requires very little 
effort to close dealers for any Wagner 
products. 

The fan season is on and a lot of re- 
peat fan orders can be had if the sales- 
man watches his dealers’ stock closely 
and keeps after him to carry a good sup- 
ply for the excessively hot weather that 
may come at any time now. 

I am very thankful for the first prize 
money on the Wagner line, also for the 
“Victory in ’33” gold lapel button. 

I am working hard for a first place in 
the “Victory in ’33” contest next month. 

R. J. VALENTINE, 
H. Poll Electric Co., 
Toledo, Ohio. 





M. C. Kleiner J. F. Bacon Earle Goodman 
Garfield-Elliott Electric lron City Electric Co. Listenwalter & Gough, Inc. 
Co., New York City Pittsburgh Los Angeles 
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R. G. Burns 
Graybar Electric 


J. R. Thompson 
Reichardt Electric Co. 
Houston, Tex. 


Son Wears Button, Too 


I thank you for your letter and check 
which announced that I was winner on 
the Hamilton Beach line for May. I 
have been wearing your Victory button 
since January and now have two of them 
to wear, one of which I have given to 
my youngest boy with the hope that some 
day he may become a salesman. 

In regards to a story as to how this 
selling was done, wish to say that I fol- 
lowed out a policy that I have always 
advocated, that is that wholesalers’ sales- 
men should take advantage of a manu- 
facturer’s representative as much as pos- 
sible. During the month of May the 
Hamilton Beach representative was con- 
stantly helping and aiding me in secur- 
ing sales of their merchandise. I find 
that the factory representatives are anx- 
ious to work with the wholesaler’s sales- 
men. They have a full knowledge of their 
subject and will go to any length to se- 
cure an order for them. This assistance 
from these representatives in this busi- 
ness depression period has been a tre- 
mendous value to me in all lines of mer- 
chandise. 

J. F. Bacon, 
Iron City Electric Co., 
Pittsburgh, Pa. 
7 


Sells Modern Equipment 

Thank you for your second prize 
award in the March contest on Benjamin 
products. 

Many of our industrial and manufac- 





Charles J. Leesman 
General Elec. Sup. Corp. 
Cincinnati, Ohio 
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New York City 


A. L. Cobb 
Irving Electrical Sup. Co. 
New York City 


Co. 


turing companies can be shown an actual 
improvement in efficiency and operating 
costs if modern equipment is called to 
their attention. The widely diversified 
Benjamin line readily adapts itself for 
this purpose. 
Puitip J. Knox, 
George H. Wahn Co., 
Boston, Mass. 


v 


Incentive to Hit the Ball 
Many thanks for the $10.00 check. 
In my opinion, this “Victory in ’33” 
campaign should provide not only an 
added incentive for wholesaler’s sales- 
men to hit the ball hard, but also estab- 
lish the fact in their minds that there 
is business available at this time for those 
who work hard enough and ask often 

enough for orders. 
T. B. Pater, 

Graybar Electric Co., Inc., 
Houston, Tex. 


v 
Contacts Architects 


Thanks for your letter of the 19th, en- 
closing check and reporting the writer’s 
honor as high man on sales of Curtis 
Lighting products, as well as your kind 
remarks of congratulation and the “Vic- 
tory in ’33” gold lapel button. 

The writer attributes his success on 
sales of Curtis Lighting products to con- 
stant contact among architects and engi- 
neers, ascertaining what jobs are on 
boards or in progress, offering his serv- 





J. P. Myers, Frank Prial, E. J. Connelly, S. G. Weill, Albert Stern 
Five "Victory" Winners, all with Joseph Kurzon, Inc., New York City 





Frank C. Teal Co. 











C. D. Hummel 
Baitinger Electric Co. 
New York City 


V. E. Jones 


Detroit 


ices as a representative of the electrical 
industry in a promotional and progres- 
sive manner, rendering such detailed lay- 
outs and engineering service as required 
on specific lighting jobs and at all times, 
securing the cooperation of the Curtis 
Lighting representative and engineer, 
who plays an important part in supply- 
ing the necessary engineering knowledge 
and designs often required in specifica- 
tion work on these projects. Through 
this medium sales and orders result. 
This is the story of the actual success 
in the ELEcTRICAL WHOLESALING contest 
for April. Orders secured were through 
this constructive program and the jobs 
involved were all along special applica- 
tions of standard X-Ray commodities. 
C. J. LEESMAN, 
General Electric Supply Corp., 
Cincinnati, Ohio 
v 


Cooperation Brings Business 
Your very welcome enclosure with 
your letter of April 20th has been re- 
ceived. The outstanding sales feature 
was the cooperation received from W. C. 
Anderson of the Trumbull Electric Man- 
ufacturing Co. on a large order covering 
special safety switches. Therefore, I 
find cooperation is a good medium for 
getting business. 
Thank you for your check and Victory 
button. 
H. M. Austin, 
General Electric Supply Corp., 
Pittsburgh, Pa. 





A. W. Tannehill 
Lighting Fix. & Elec. Sup. 
Co., New Orleans, La. 
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Read These Simple Rules for 
“VICTORY in °33” 


All salesmen of electrical wholesalers are eligible and no advance registration is 


necessary. 


Use blank on next page for reporting your sales, or you may use your own com- 


pany's letterhead. 


Report total sales for the month, in dollars and cents, on the products of any of 


the manufacturers listed on page 54. 


Report sales for each manufacturer separately. 


Report for as many manufacturers as possible, even if your sales on some lines are 


small. Small Totals May Win a Prize. 


Have your report countersigned by your sales manager or by an officer of your 


company who has such authority. 


Your report for June must be mailed to reach Electrical Wholesaling, 520 N. 
Michigan Ave., Chicago, on or before July 15, 1933. 


May winners will be announced in the July issue of Electrical Wholesaling. 


CONTEST RULES 


1. Separate contests will be held each month from 
January to December inclusive. 


2. Only the lines of those manufacturers whose 
advertisements appear in each issue of Electrical 
Wholesaling will be eligible for prizes for that 
month. 


3. A cash prize will be awarded each month to the 
wholesaler's salesman who reports the largest vol- 
ume of sales of the products of each of these 
manufacturers. One prize for the line of each 
manufacturer; $10 if his advertisement is two- 
thirds of a page or more, $5 if it is one-third or 
one-sixth of a page. Lines of advertisers using 
less than one-sixth page will not be eligible. 


4. Each contestant can win only one prize in any 
one month. If a salesman is high man, in the 
same month, on the lines of two or more manu- 
facturers, he will be awarded the prize for the 
line on which his sales are greatest. The prizes for 
the other manufacturers’ lines on which he is also 


high man will go to the runner-up, or next high- 
est man. 


5. A salesman is ineligible to compete on any 
manufacturer's line after he has already won a 
prize on that line, but may compete in succeed- 
ing months on the lines of all other manufacturers 
on which he has not previously been awarded a 
prize. 


6. In case of a tie, the full cash prize will be 
awarded to all tying contestants. 


7. All salesmen of the authorized distributors of 
each manufacturer are eligible for the prizes 
awarded on that manufacturer's products. 


8. Each winner will receive, in addition to the 
cash prize, a gold "Victory in '33" lapel button. 


9. Contestants whose reports indicate an out- 
standing sales performance but who fail to win 
a cash prize, will receive a silver "Victory" emblem 
in recognition of their achievements. 
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“VICTORY in 33” 


JUNE CONTEST 


Winners will be announced in the August issue of Electrical Wholesaling 








1. Read carefully the Contest Rules 
on page 53. 


2. Only the lines of the manufac- 
turers listed below, whose advertise- 
ments appear in this issue of Electri- 
cal Wholesaling, are eligible in this 
month's contest. 


3. Through the month of June keep 
your own record of sales on all proa- 
ucts of each of these manufacturers 


INSTRUCTIONS TO SALESMEN 


for whom your house is an authorized 
distributor. 


(By "sales" is meant actual orders 
taken by you or credited to you from 
June | to 30 inclusive, at wholesaler's 
selling price—what you bill your cus- 
tomers—whether for June or later 


delivery.) 


4. At the end of the day, on Friday, 
June 30, add up your total sales for 


Instructions to Sales Manager 


each manufacturer and enter this 
amount in the space below opposite 
his name. 


5. Sign your name and the name of 
your company. 


6. Tear out the entry blank and hand 
or send it to your sales manager or 
other officer of your company Se his 
approval and signature. Do not send 
it to us until it is countersigned. 


(Or to other officer of company who has authority to approve salesmen's records) 


Please check this Sales Record. If you find it correct, countersign and mail it to Electrical Wholesaling, 520 N. Michigan Ave., Chicago, Ml., 


on or before July 15, 1933 


Salesman’s Entry and Report Blank for June 


Enter your sales below. Make your figures plain. If there are cents as well as dollars, indicate your decimal point plainly. Enter no sales of 
manufacturers’ goods except those for whom your house is a regular distributor. 














Name of Manufacturer See Page Your Sales in June Name of Manufacturer See Page Your Sales in June 
American Blower Corp. 65 ATR ie Hamilton Beach Mfg. Co. él RO oe 
Arrow-Hart & Hegeman Ideal Commutator Dresser Co. 45 Bhasin 
Electric Co. 55 an Jefferson Electric Co. 0 Sener eenenreneen 
Benjamin Electric Mfg. Co. {a re Killark Electric Mfg. Co 36 "i 
Benson Co., Inc., Alex R. Bh ecscstigenion McGill Mfg. Co. a weer 
Boston Woven Hose & Rubber Okonite Co. (Panther & Dragon 
Co. ; 37 $F .nnneeneeeeecesnsseeeeee tape, only) 31 Be cecmmicacienninie 
Bryant Electric Co. i ccsissinieninnseninit Paranite Wire & Cable Corp. 47 Ae ee 
Bussmann Mfg. Co. (Super- Pass & Seymour, Inc. 33 Se reremassdiciives 
Lag fuses, only) FrontCover $e PI sate Inside § 
Clifton Mfg. Co. 32 Se ymouth Rubber Co. ot se nen oe 
Colt's Patent Fire Arms Roach-Appleton Mfg. Co. 42 
Mfg. Co. 63 "SORT Sangamo Electric Co. 4l Eon Ce 
Couch Co., Inc., S. H. 74 SS ae SS — D Co. 2 _ SEE ee rere 
Curtis Lighting, Inc. 71 a ree teel and Tubes, Inc. 59 ee 
send: , Trumbull Electric Mfg. Co. 73 SERRE SSESS ee 
Forsberg Manufacturing Co. BackCover $ Velesne: Hlestiie Go. 30 RON 
General Electric Co. (Hotpoint) 34 ns Wadsworth Electric Mfg. Co. 35 eee 
Greenlee Tool Co. 43 Serer Wiremold Co. 46 a ee 
Contestant Sign Here (Print Name) Sales Manager Countersign Here 
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Tel/ your 


Contractor 
Customers how 


Arrow LEADERS— 


Lead fo sales 


Opporruniles 
OUTSIDE 


To “take orders’’ from your Contractor customers, first 
help the Contractor GET THE ORDERS. Show him where 
profitable sales ARE! That means GOING OUT for the 
customers who don't come in. . . CREATING business on 
a plan like this: — 


(1) Get your Contractor to call cn a list of old cus- 
tomers; people he knows and has done jobs for. 


(2) Have him offer to make a Free Inspection of the 
old work—the whole wiring system—to check up on its 
safety, its adequacy for present loads; its convenience. 


(3) Let him then look for places where specialized 
outlets or other specialties would come in handy and 
better the inside appearance. Here's where Arrow 
“LEADERS” fit into the picture. 


(4) The Contractor should then sHOW his Arrow 
“‘LEADERS”’ as listed at right—for homes. He should 
carry samples of some, and the Arrow PLAN BOOK 
picturing others. In stores, offices, laundries, factories 
he should sell the ‘“ LEADERS” listed in the lower panel. 


If you sell the Contractor this plan of ACTION you'll 
soon be selling him GOops. And more important, the 
goods yield good PROFITS — for Arrow ‘’LEADERS”’ are 
non-competitive. . . priced to PAY FOR PUSHING. Let 
us send you the Arrow Plan Book describing the line 
of attack and the Line of ’’LEADERS’’. 
























Illuminated House Number Units. 
Radio Outlets... Range Outlets, 
In H. omnes ‘Electric Clock Outlets, Fan Hanger 
Outlets . » » Outdoor Recepmera? 
“Automatic Refrigerator Lights. 
Guaranteed Kinkless Cord Sets. 


- “ti are One Heavy- nd 


I Warning Light Combination 
In Stores | 


and Offices Devices for power applications. . 
Enclosed and Motor Control Switches 


for commercial and industrial uses. 








ARROW ELEGCTRIG DIvIsION 


THE ARROW-HART LEG Ld CO. HARTFORD, CONN. 











Six More 


“VICTORY in °33” 


Sales Contests 


Electrical Wholesaling’s Series of “Victory in ‘33” 
Sales Contests will be continued for the remainder 
of the year. 


Announced in January as a six-months cam- 
paign, they have met with such amazing success 
that both manufacturers and wholesalers have 
demanded their continuation for the next six 
months. | 


Hundreds of salesmen have participated each 
month, sending in monthly sales reports aggre- 
gating several hundred thousand dollars in total 
sales from January 1 to June 1. 


“Victory in ‘33” is a simple plan for in- 
creasing the sales of wholesalers and manufac- 
turers by offering cash prizes each month to 
wholesalers’ salesmen for high sales on the 
products advertised in Electrical Wholesaling. 
There is a separate prize for each advertiser. 
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All salesmen of wholesalers are eligible 
and all advertisers automatically participate. 
Prizes are paid by Electrical Wholesaling. 


Conceived as a means for stimulating the 
salesmen of electrical wholesalers to put forth 
extra effort during a period when business was 
at its lowest level, these contests are no less 
important, now that the tide has turned. As a 
matter of fact it is, if possible, more important 
now than ever for manufacturers to obtain the 
maximum possible cooperation from the sales- 
men of their wholesalers. This, “Victory in ‘33” 
assures. 


As a further step to assure a continuation 
of the enthusiasm with which these contests 
have been greeted thus far, Electrical Wholesaling 
will pay $200 in Grand Prizes ‘at the end of 


the series. There will be a first prize of $100, a 
second prize of $60 and a third prize of $40. 


These Grand Prizes will be awarded to the 
three wholesalers’ salesmen who make the best 
showing in the “Victory in ‘33” contests during 
the last six months of 1933. 


Number of monthly contests participated in, 
number of manufacturers’ lines reported on, size of 
salesman’s territory and volume of sales reported 
will all be considered in selecting the winners. 














58 


Trends in 


Distribution 





A digest of selected articles 


appearing in recent issues of business 
and trade publications which reflect 


distribution trends in various fields 








The Wholesaler's Salesman 
Is on His Own 


The jobber sales manager has had to 
re-educate his sales organization. No 
longer are his men wet-nursed by the 
manufacturer. Today manufacturers are 
giving the jobber very little in the 
way of sales support—some are not 
even coming through with moral sup- 
port. The swing of the pendulum has 
been extreme indeed. 

The jobber’s salesman is on his own 
—no longer can he depend upon the 
factory man to do his selling. It’s a 
great thing for the jobber’s salesman 
—he is now in a position to throw off 
the odious term “order taker” that has 
been applied to him at times in the 
past and to show the world that he 
really is a salesman. One of the de- 
termining factors in his success will be 
the breadth of his selling. Selling sta- 
ples means only that he is merely fill- 
ing needed requirements and doing no 
creative selling. The old maxim “Man 
cannot live on bread alone” can be par- 
aphrased to read “No jobber can make 
a real profit on the sale of staples alone.” 
—From Jobber Topics for April. 


v 


Probable Changes in Residential 
Construction Market 


In extreme cases, further foreclosures 
probably are inevitable. For some time 
many home owners will be carrying 
mortgages whose payments represent an 
uncomfortably large proportion of 
family income. Because lending insti- 
tutions will have to write off losses and 
generally strengthen their own position, 
it may be several years before there is 
again a free flow of mortgage funds to 
finance new building construction. With 
real estate values becoming stabilized 
at levels far under the cost of building 
new structures at present prices for 
labor and materials, the stimulus for 
large-scale revival of residential con- 
struction seems lacking. Certainly that 
is true until the lifting of the depression 
stops huddling. 

Most everyone with whom I have 
talked seems reconciled to a different 
type of home-building and home-sale 


market in the future. Larger down pay- 
ments, more conservative mortgages, 
lower ratio of house-purchase payments 
to family income, lower home invest- 
ments by families in a given income 
class, more long-term loans and fewer 
short-term, all these seem almost cer- 
tain factors in the future-—Morris Ep- 
warps in Nation’s Business for April. 


Vv 
For a "'Chiseling" Holiday 


In these times there need be no 
fear of excessive profits for any one, 
manufacturer or contractor. The dan- 
ger lies rather in maintaining the 
present regime of no profits at all. 
That is the way to general destruc- 
tion. 


Can we not have an end to these 
unreasoning attacks upon prices and 
values from whatever source? Can we 
not buy goods of established quality 
from reputable houses at honest and 
reasonable prices? Can we not lift 
buying and selling out of the cock-pit 
of mutual destruction and have them 
resume their normal function of fairly 
exchanging honest values? As buyers, 
can we not refrain from pitting seller 
against seller armed with the deadly 
spurs of price-only competition? As 
sellers, can we not resist the panicky 
temptation to bid in sure losses and 
thereby dissipate our capital in ruin- 
ous competition? If we could but do 
this for a short time, would not a re- 
vived and prosperous America offer 
ample opportunity for us all? 


Sometimes we suspect {that if all 
business would suspend for a period of 
six months the practice of buying at 
the lowest bid, and place its orders 
with those bidders whose prices most 
nearly meet the average of all the bids 
submitted, we might strike a body 
blow at deflation and start ourselves 
well on the road to recovery. 


Impracticable? Perhaps. But none 
the less it is worth thinking about. 
At least it would declare a “chiseling 
holiday” and who can compute what 
that might be worth to us all—Wu- 
LARD CHEVALIER, in Construction 
Methods for April. 


When the Power Company 
Quits Merchandising 


When a power company discontinues 
the merchandising of domestic ap- 
pliances, without preparing an adequate 
system of distribution to carry on, it 
makes a serious mistake. 

It is a very simple thing for a to 
executive sitting upstairs in the big of- 
fice, or the banker behind the top execu- 
tive, in a distant city, to decide that the 
policy will be changed. Orders can be 
given. Selling can be stopped. But 
when the power company steps hastily 
out of the marketplace, that does not 
mean that somebody else picks up the 
work. 

Theoretically, the dealers take on the 
retailing of this merchandise. But ac- 
tually they don’t. They lack salesmen. 
They lack plans. They lack financial 
resources. They lack experience. And 
it requires a year or so to develop a 
system of dealer cooperation adequate 
to provide the selling and the service 
needed, if the growth of load is to 
continue. 

Successful selling of electrical appli- 
ances to the home is a highly organized 
operation today. It embraces the train- 
ing and supervision of outside salesmen, 
the preparation and use of advertising 
and display, the management of home 
demonstration and service, the coordi- 
nation of campaigns, the planning of 
wiring and appliance installations, the 
development of trade policy and, above 
all, the financing of installment con- 
tracts. All this is not created automat- 
ically out of thin air when a utility 
company announces that it has decided 
to withdraw from merchandising. For 
these functions that the utility has been 
exercising have naturally not been du- 
plicated by any one else. It takes time 
to set up something new, and the power 
companies owe it to the public, to the 
manufacturers, to the dealers and to 
themselves to see that time is taken. 


This can be accomplished in several 
ways. The experience in Ithaca is an 
example. But merchandising cannot be 
stopped by a mere executive order, 
without injustice and unnecessary sac- 
rifice—Ep1Tor1aL in Electrical World 
for May 6. 
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AN ANNOUNCEMENT 


of interest to every electrical wholesaler 


wo 


f 
tretto conctd a 





Steeltubes, the modern threadless rigid conduit, was in- 
troduced to the electrical trade in 1929. In less than five 
years it has become a well-known and generally accepted 
product—attested by the fact that more than 40,000,000 
feet have been installed in buildings of every kind. 

But there are some places where Steeltubes may not be 
used, where code requirements or local ordinance make 
necessary the installation of heavy wall threaded conduit. 
Because this condition exists, and in order to render a 
broader service to the electrical trade... 





STEEL AND TUBES, INCORPORATED 


becomes the exclusive sales agent for 


FRETZ-MOON CONDUIT 


Just what does this mean? It means that the strict and 
satisfactory wholesaler’s policy which has always been 
adhered to in promoting the sale of Steeltubes will be fol- 
lowed in the distribution of Fretz-Moon Conduit. It means 
that the Steel and Tubes, Inc., sales organization will be 
able to do more thorough missionary work for whole- 
salers carrying both lines. It means that wholesalers will 
be able to obtain all their requirements from a single 
source, with resulting economies. It means that the whole- 
saler can meet any order requirements from the four 
grades of conduit now included in the line: Steeltubes, 
Enamelite, Electro-Galvite and Hot Dipped Galvite. 

For 25 years the National Electrical Wholesaler’s As- 
sociation has directed its efforts toward the upbuilding of 
the great industry it serves. Steel and Tubes, Inc., has 
consistently worked toward the same end, and feels proud 
that this announcement of improved service can be made 
on the Twenty-Fifth Anniversary of the Association. 

Literature on all products gladly sent upon request. 


Electrical Diviston 





UNDERWRITERS” 
LABORATORIES 2 







UNDERWRITERS” 
LABORATORIES 7 










UNDERWRITERS” 
LABORATORIES b, 
INSPECTED 









STEEL AND TUBES, _ INCORPORATED 


CLEVELAND » » « « 


A UNIT OF REPUBLIC STEEL CORPORATION 











60 


Association 


Activities 





A forum for the exchange of news 


and views between both local and national 


trade associations. 


Reports of association 


activities and changes in personnel are solici- 
ted from association executives 








National Electrical Exposition 
To Drive for Better Business 


The newest developments in radio, 
refrigeration, air conditioning, domestic 
and industrial appliances, will be exhib- 
ited to both the public and the trade at 
the National Electrical Exposition to be 
held in Madison Square Garden, New 
York City, September 20 to 30. 

Sponsored by the Electrical Associa- 
tion of New York and managed by the 
Madison Square Garden Corp., this ex- 
position will be a combined show for 
manufacturers and wholesalers in every 
branch of the industry. As the first New 
York show in four years, it has been 
promoted to provide an opportunity for 
the electrical industry to make a con- 
certed drive for better business. 


v 


Oklahoma City Contractors and 
Wholesalers Meet 


Oklahoma City electrical wholesalers 
were recently the guests of the Okla- 
homa City Chapter of National Elec- 
trical Contractors Association at a 
“stag” party. These get-together meet- 
ings, which are held quite often, have 
helped to form a closer alliance between 
the contractor and wholesaler. 


v 


New York Inspectors Sponsor 
Identified Cord Movement 


Members of the New York Chapter, 
International Association of Electrical 
Inspectors, have formed a Sponsor Com- 
mittee of prominent representatives of 
the City of New York Board of Under- 
writers and the utility interests which 
will cooperate with the Electrical Asso- 
ciation in promoting the use of identified 
cord bearing the 5-Foot Bracelet Label 
in greater New York and Westchester 
County. 

v 


Tenth National Oil Burner Show 
June 12-16 at Chicago 


Ranging all the way from displays 
of the country’s outstanding oil burner 
manufacturers to the leading publica- 
tions in the heating and electrical fields, 
the 10th National Oil Burner Show to 


be held at the Hotel Stevens, Chicago, 
will be replete with a variety of interest 
including exhibits on the part of the 
United States government, also large 
petroleum refiners and distributors. 


v 


New Electrical Association 
Formed in Detroit 


The Electric Club of Detroit was 
organized last month with 47 members, 
including manufacturers, wholesalers 





F. H. Van Gorder 


and contractor-dealers. Management is 
vested in a board of governors consist- 
ing of G. H. Jacob, president, Miller- 
Seldon Electric Co.; C. E. Cook, vice- 
president, Square D Co.; J. L. Shoe- 
bottom, treasurer, Donahue & Shoe- 
bottom; D. L. Fife, Fife Electric Sup- 
ply Co.; A. S. McCoy, Anaconda Wire 
and Cable Co.; C. D. Pierce, John 
Miller Electric Co., and F. H. Van 
Gorder, secretary-manager. 

A Membership Committee luncheon 
held on May 12 and attended by 66 
members of the electrical industry in 
Detroit was addressed by Harvey 
Campbell, vice-president of the Detroit 
Board of Commerce. The menu card 
listed soup ala conduit; relishes, lock- 
nuts and bushings; meat garnished 
with rubber covered wire; salad with 
P.B. paint dressing; dessert, cabinet 
box pudding and coffee served in out- 
let boxes. 

The present objective of the organ- 
ization is to bring about improved 
trade relations between the various 
non-utility groups of the local industry. 


E. E. W. A. Opposes Purchase 
of Advertising Material 


The Eastern Electrical Wholesalers 
Association, after investigating the 
practice of wholesalers purchasing win- 
dow trim and other forms of advertising 
material either for resale or for free 
distribution to dealers, has unanimously 
“Resolved and recommended; That all 
manufacturers be urged to include the 
cost of window trim, or any other form 
of advertising, in the wholesale and 
suggested resale prices of the products 
advertised.” 


v 


Electric Association Open to 

Century of Progress Visitors 

Ralph S. Steffens, manager of the 
Electric Association, Chicago, an- 
nounces that the facilities and head- 
quarters of the Association, including 
its dining room, will be at the disposal 
of any members of the electrical indus- 
try who visit Chicago to attend the 
Century of Progress. 

At the same time, the Association 
would like to draw the attention of 
those attending the World’s Fair to the 
interest and value which would be con- 
nected with a visit to the Chicago 
Lighting Institute, located in the same 
building as the Association at 20 North 
Wacker Drive. 


v 


R. M. A. to Announce Radio 
Week at Chicago Convention 


The Radio Manufacturers Associa- 
tion is proceeding with plans for a 
“radio week” next fall which will 
promote interests of broadcasters, 
wholesalers and dealers as well as 
manufacturers. It is planned to make 
announcement of details of this event 
at the Ninth Annual R. M. A. Con- 
vention to be held at the Stevens Hotel, 
Chicago, on June 6. 

Industry stabilization and promotion 
and President Roosevelt’s proposal for 
“industrial control” will be considered 
at this convention. With the annual 
R. M. A. trade show omitted this year 
and with the convention being confined 
strictly to a one-day session, merchan- 
dise exhibits are not being encouraged. 
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GET YOUR 
GOOD DEALERS IN ON THIS! 


$12°° FOOD MIXER 


FREE with Hamilton Beach 
Vacuum Cleaner (Gold Star Model) 


Good till June 30 *» * 4%524 value for *39% 


ENTIRE COST OF 
PREMIUM MIXER ABSORBED BY 
US. NO CHANGE IN DISCOUNTS. 


TuHIs OFFER, first made a month ago, is going 
big with dealers and their customers. It’s per- 
fectly timed for spring and summer selling. 
Practically every woman wants an electric food 
mixer, and those who need a vacuum cleaner 
cannot resist this offer. 





Hamilton Beach Vacuum Cleaner has a na- 
tional reputation among women for quality and 
value. Now this amazing free offer of a food 
mixer sets the Hamilton Beach dealer far ahead 
of competition. 


















Here’s an opportunity to increase your June billing, and 
profit. 8 Cleaners—an average sale to dealers—adds over 


The “Gold Star” Food Mixer 
mixes all cakes; beats eggs, 


$70.00 to your sales. Remember, 8 Hamilton Beach prizes icings, candies and salad drese- 
will be awarded during June in the “VICTORY in ’33” Con- plist ie ane ieee 
test. First $10.00; Second $7.50; Third $5.00. Hamilton needed. 

Beach Manufacturing Co., Racine, Wisconsin. The “Gold Star” Vacuum 


beating brush type; equipped 
with high quality Hamilton 











Hamilton Beach “Gold Star” Food Mixer as illustrated weer moter, precision bell 
(without bowls or stand) jenineen cabdeehetans 
Cr OME. , Js Jovercecehecbacs he Cade $12.50 wheels, fool-proof belt, 
Hamilton Beach “Gold Star” Vacuum Cleaner = aoe halle at 
Regular consumer price...............++4. 39.90 
$52.40 











Note: You are invited to visit the Hamilton Beach Exhibit at 
“Century of Progress,” in Home Planning Building. 


April Winners! spon Beach prize winners—in the “Victory in °33” 
8 test for the month of April: 

First Prize——G. F. ‘dainiion Baitinger Electric Co., Inc., New York City. 

Second Prize—M. . Ransom, A. M. Little Co., Inc., Syracuse, N. Y. 

Third Prise—Wm. J. Blaich, Jr., City Electric Co., ‘Syracuse, N. ¥. K> 


HAMILTON BEACH | “2% 
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Wholesaler 


N Cws 





| contributions 


of news items for this depart- 


ment, together with — 


of their personnel, are so 


icited 


from electrical wholesalers and 
specialty distributors 








A. H. Ayers of Doubleday-Hill 
Decorated with Purple Cross 


A. H. Ayers, of the Doubleday-Hill 
Electric Co., Washington, D. C., was 
recently accorded belated recognition 
for heroism in the Argonne nearly a 
decade and a half ago. 





Sergeant A. H. Ayers 


As Sergeant Ayers, with the support 
of only 10 men, he engaged in consid- 
erable bayonet fighting to capture a 
German trench along with 125 prison- 
ers. During the war he was gassed 
twice, and also received two wounds. 

A few weeks ago the War Depart- 
ment conferred upon him the “Decora- 
tion of the Purple Cross,” for “excep- 
tional valor in the face of extreme 
danger.” The Purple Cross which was 
first awarded to George Washington, 
was revived after the World War. 


Vv 
Little Rock House Closed 
by General Electric Supply 


Announcement has been made from 
the Bridgeport headquarters of the 
General Electric Supply Corp. that its 
branch house at Little Rock, Ark., was 
completely closed on May 31. 


Vv 
Hyland Holds Meeting 
for Appliance Dealers 


On May 3, plans for increasing sales 
of washing machines, ironers and vac- 


uum cleaners were presented to the 
dealers of the Hyland Electrical Supply 
Co., Chicago, at a meeting held at the 
Lighting Institute of the Electric Asso- 
ciation. 

Charles Weicensang, sales manager of 
Hyland, presided. Charles Dastel, Jack 
Moffatt and Charles Lammers, all of the 
Westinghouse Co., spoke on sales, adver- 
tising and technical features, respec- 
tively. About 150 persons attended. 


v 


P.C., Jr., and H. L. Gilham 
Open New House in Atlanta 


A new electrical wholesaling firm, the 
Electric Sales and Service Co., 198-200 
Walton St., Atlanta, Ga., has been es- 
tablished by P. C., Jr. and H. L. Gilham, 
both of whom were formerly connected 
with the former Gilham Electric Co., 
recently taken over by the Westinghouse 
Electric Supply Co. 

The new firm is handling Hubbell wir- 
ing devices, Square D switches, Ply- 
mouth tape, Burgess batteries, Wire- 
mold, Pittsburgh and Wheeler reflec- 
tors, Hunter fans, and other lines. 


v 


McCabe of Times Appliance 
Wins Westinghouse Contest 


P. J. McCabe, salesman for the Times 
Appliance Co., New York City, made 
an enviable record in selling Westing- 
house irons during the recent national 
contest among Westinghouse distribu- 
tors. The campaign, which lasted from 
January 15 to April 1, was on the 
basis of the number of dealers signed 
up for six or more Westinghouse irons. 
In a close race, Mr. McCabe led by the 
slight margin of one dealer. 


v 


General Electric Supply 
Moves Brooklyn Branch 


The Brooklyn house of the General 
Electric Supply Corp. has moved from 
128 Boerum Place to 351 Atlantic Ave. 
There has been no change in personnel. 
H. R. Yackel continues as local oper- 
ating manager. The sales force of this 
house consists of C. Desch, E. Moore, 
J. McAneney, J. Wiswall and W. Bishop. 


Graybar Promotes Waddington 
At Kansas City 


E. H. Waddington, sales manager at 
the Kansas City office of the Graybar 
Electric Co. since 1926, has been named 
to succeed the late H. N. Goodell as 
manager of that office, according to an 
announcement by Martin E. Wagner, 
secretary of the company. Mr. Wad- 


dington has been carrying on Mr. 
Goodell’s work since his death on 
March 19. 





E. H. Waddington 


Except for a three year lapse, the 
new Kansas City manager has been 
with the Western Electric and Graybar 
organization since 1911. He began in 
the sales department at Minneapolis and, 
after a brief career there, went to 
St. Louis where he became city sales- 
man in 1915, 

Progress was rapid for Mr. Wad- 
dington. and in 1919 he successively be- 
came district pole manager and district 
line material manager. In 1926 his 
ability and experience earned for him 
the post of sales manager at Kansas 
City. 

Mr. Waddington brings a broad elec- 
trical and civic interest to his new 
duties. During his stay in Kansas City 
he has been very active in movements 
to promote the general welfare of the 
electrical industry and of the com- 
munity. 
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A friend of ours recently made a twelve hundred mile trip by 





automobile through some of the central eastern states. He observed 
a remarkable amount of factory activity, and for the first time in 
nearly three years sufficient building construction to attract his atten- 


tion. 


First, early this year we had a renewal of confidence come 


to us. 
Second, most of us have experienced some upturn in volume. 


Third, we must keep plugging for our share of the new business 
coming along. 


& 
THERE IS REAL BUSINESS TO BE HAD 
® 
COLT-NOARK SAFETY SWITCHES MEET ALL REQUIREMENTS 
@ 
COLT-NOARK FACTORIES ARE READY TO GIVE PROMPT SERVICE 
a 


SHARE WITH COLT-NOARK IN VICTORY FOR 1933 





COLT’S PATENT FIRE ARMS MANUFACTURING CO. 
PIONEERS OF PROTECTION SINCE 1836 


Electrical Division Hartford, Conn., U. S. A. 
BOSTON CHICAGO NOARK NEW YORK PHILADELPHIA 


Pacific Coast Representative 


H. B. SQUIRES COMPANY 
SAN FRANCISCO LOS ANGELES SEATTLE 


CN-6-33 
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C. E. Burtver, Jr., salesman for the 
Glasco Electric Co., St. Louis, Mo., beat 
Walter Winchell to it on April 23, with 
a son, who will be known as Richard 
Edward Butler. We caught Daddy Ed 
buying a crib with free wheeling, shock 
absorbers and everything. 

R. S. Baker, who has had consider- 
able experience selling appliances, has 
joined the sales force of the Glasco Elec- 
tric Co., St. Louis, Mo. Mr. Baker will 
concentrate on merchanadising lines 
around the city. 

“Jack” Hankins, formerly with the 
General Electric Supply Corp. of Kansas 
City, Mo., is covering northern Missouri 
for the Quincy, IIl., house of the Cres- 
cent Electric Supply Co. 

L. O. Leprorp is now selling for the 
Economy Flectric Supply Co., Atlanta, 
Ga. E. J. Rogers is a new inside man 
with this company. 

C. H. Nicuotson is covering the 
Manhattan territory and J. J. Dohrmann 
now travels Long Island for the Bait- 
inger Electric Co., Inc., New York City. 


W. B. Meek, manager of appliance 
sales at the New Orleans branch of the 
General Electric Supply Corp., has been 
transferred to Houston, Tex. 

Jos. J. C. Devantery, formerly with 
the Tidewater Electric Co., Inc., New 
York City, is now associated with the 
sales department of C. & H. Menzer, Inc., 
of the same city. 

Lours SHER has been promoted from 
the inside sales staff to outside salesman 
covering the Brooklyn territory for Met- 
ropolitan Electrical Distributors, Inc., 
New York City. 

v 


C. P. Hill's Office Formerly a 
Broadcasting Studio 


A recent bulletin of the Electric League 
of Washington, D. C., states that “the 
first broadcasting station in Washing- 
ton was operated by the Doubleday- 
Hill Electric Company, and the orig- 
inal studio, which hasn’t been changed 
a great deal, is now occupied by Presi- 
dent C. P. Hill as his private office. 
The soundproof drapes make the office 
well adapted to quiet thought, and be- 
sides, Mr. Hill enjoys the atmosphere 
of the past that makes its presence felt 
to visitor and occupant alike. 

“The station operated back in 1922- 
23, and the call letters were WMU. 
Besides being the very first in Wash- 
was one of the first in 
Prexy Hill enjoys looking 


ington it 
the U. S. 


back over some of the letters received 
from his listeners in Canada, Texas, 
Wisconsin and Florida, and points in 


between. Just how far back those let- 
ters go is best shown by the fact that 
many of the listeners declared perfect 
clarity of reception with one tube sets, 
imagine. Today we have to have nine 
tubes to get local. Not being techni- 
cally minded, this seems a bit inconsist- 
ent to us.” 


v 


"Here's How:"' 

“The hurricane is over! The boys 
are coming out of the storm cellars, 
many expecting to see the barn and 
house scattered over the landscape, the 
cows roosting in the trees, and the 
horses on the telegraph poles. 

“Well—it was quite a blow—but the 
sun is shining as it hasn’t shone in 
many a day—and confidence has taken 
the place of blind unreasoning fear. 

“And how does the picture look now ? 

“There's leadership in Washington— 
and Hope throughout the country. 
There’s team work on the Potomac that 
the press and populace of the country 
are universally applauding. The budget 
is going to be really balanced—the 
banking system is going to be pruned 
and fertilized—beer is Beer again—the 
crepe hanfSers are in retreat—and 
Spring is here—the clouds belong to 
yesterday ! 

“Business is like any other growing 
thing—it can’t grow in the dark. At 
last business is out in the sun—and 
anybody who can’t see the sunlight now 
is either blind or forgot to throw away 
the blue glasses. 

“How about a schooner of suds and 
a few orders? 

“Here’s how!” says Herb 
Graybar’s sales promotion chief. 





Metz, 


Majestic Distributors’ Salesmen 
Compete in "Regatta" 

The Grigsby-Grunow Co. is conduct- 
ing a “Majestic Regatta”, a distributor 
salesmen’s contest which will end on 
August 15. Points are credited on re- 
frigerators, radios, auto radios, «tubes 
and various promotional material sold 
to dealers by all men participating. Dis- 
tributors are divided into 10 groups and 
prizes are awarded to the winners of 
each group. 

Three of the distributors, Stern & 
Co., Hartford, Howe & Co., Boston, 
and E. M. Wilson & Son, Newark, are 
grouped together as Yale, Harvard and 
Princeton, known for years in the sport 
world as the “Big Three”. Keen com- 
petition and spirited rivalry have al- 
ready been reported and the cry from 
New York is “Beat Chicago” ! 

v 


Lines Added by Wholesalers 


METROPOLITAN ELECTRICAL DIstTRIB- 
uTors, Inc., New York City—‘Eskimo” 
fans. 

Giasco Exectric Co., Kansas City, 
Mo.—Crosley refrigerators and radios. 

Fox Etectric Suppty Co., Elgin, Ill. 
—Emerson radio receivers and P&S- 
Despard line of wiring devices. 

CANFIELD Suppty Co., Kingston, 
N. Y.—P&S-Despard line, Lightolier 
fixtures and “LaMar” indicators and 
fuses. 

Economy E ectric Suppiy Co., At- 
lanta, Ga.—Virden fixture line. 

Brown Suppty Co., St. Louis, Mo.— 
Grunow electrical refrigeration. 

THomson Diccs Co., Sacramento, 
Calif.—Cutler-Hammer line. 








New Seattle Home of Harper-Meggee, Inc.: This modern warehouse, located 
on a Northern Pacific siding, serves the states of Washington and Oregon, por- 


tions of Idaho and Montana and the territory of Alaska. 


Established 16 years 


ago as an automotive electrical distributor, Harper-Meggee now distributes RCA 
Victor products in addition to a complete line of radios, parts and accessories, 
refrigerators, ranges, heaters and electric washers. 
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Extra! 








THE 
1933 


BLUE BOOK 
is READY! 


and specially printed sales literature, 


Get your free copy today 


mailing schedules etc. It’s a carefully 


fb most valuable book ever offered to Ven- 
tilating Contractors and Electrical Dealers. 
Not a book for the library or den, but a real 


guide for ventilating business. Tells where and how 


worked out plan of attack all ready to start 
producing for your dealers FREE of CHARGE. 
Mail the coupon for a copy for yourself and see 


that each of your dealers have one. No obligation. 


to ° ° ° ° 
ake aaccsatat selling electric ventilating AMERICAN BLOWER CORPORATION, DETROIT, MICHIGAN 


CANADIAN SIROCCO CO., LIMITED, WINDSOR, ONTARIO 


equipment, contains samples of folders, cards BRANCH OFFICES IN ALL PRINCIPAL CITIES 


AMERICAN BLOWER CORPORATION, 6000 Russell St., Detroit, Michigan 


Rlowe Send a copy of your Blue Book to: 


Name 


ING, HEATING. AIR CONDITIONING. DRYING. MECHANICAL DRAFT 


MaNiitsutete 


rOmeas oO at 


Firm Name____ ____ Street and Number. 


City__ _ ___State__ 
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Manufacturers 


Activities 


—* news of changes 
in policy, personnel and location. 
Illustrations of new and improved 
electrical products and announce- 
ments of latest trade literature 








Robert M. Eames Vice-President 
of the Bryant Electric Co. 

At the annual meeting of the board 
of directors held in Bridgeport on May 
15, Robert M. Eames was elected vice 
president of the Bryant Electric Co. 





Robert M. Eames 


Mr. Eames became associated with 
the company in 1906. He organized its 
export department and held the position 
of export manager from 1914 to 1921, 
at which time he was appointed gen- 
eral sales manager. He was appointed 
general manager in 1930, and in addi- 
tion to the duties of that position he 
has now been made vice-president. 


v 


Beaver Appoints Representatives 

D. Whitworth ef the Beaver Manu- 
facturing Co., Newark, N. J., recently 
announced the appointment of the fol- 
lowing agents to handle the company’s 
line of wiring devices: Charles B. Wood, 
Louisville, Ky.; M. B. Shaber, Cleve- 
land, O.; Electric Specialty Co., San 
Francisco, and W. M. Clark, Portland, 
Ore. 

v 


Myers Active in St. Louis Area 


R. E. (“Bob”) Myers, manufacturers’ 
representative, is now operating in Mis- 
souri, Kansas, Oklahoma, Arkansas, 
southern Illinois and Memphis, Tenn. 
Bob is selling Circle F, Ansonia, Provi- 


dence Insulated Wire, Superior tape, 
Wirt products, Superior Porcelain, 
Multi Electric specialties and those of 
Cook Ceramic, Inc. With him are old 
timers Tom Hardy, handling St. Louis 
and the territory, and Harry E. Hawken, 
who is doing missionary work. 


v 


Frank V. Burton Opens Agency 
in Philadelphia 


Frank V. Burton, who was, succes- 
sively, sales manager of the Bryant 
Electric Co., Bridgeport, Conn., the 
Weber Electric Co., Schenectady, N. Y., 
and the Bridgeport Hardware Manu- 
facturing Corp., Bridgeport, Conn., has 
established himself as a manufacturer’s 
agent with offices at 1600 Arch St., 
Philadelphia, Pa., representing Holfast 
Rubber Co. and the merchandising di- 
vision of B. F. Sturtevant Co. 


v 


Hagen Back with Edwards & Co. 


Eugene Hagen, one of Chief Wilson’s 
graduates, is again representing Ed- 
wards & Co., with headquarters at 1123 
Washington Ave., St. Louis. Gene will 
cover Missouri, Arkansas, Kansas, Ne- 
braska, and parts of lowa and Tennessee. 


v 
Percy S. Ware Now with Fada 


Louis J. Chatten, general sales man- 
ager, Fada Radio and Electric Corp., 
has announced the appointment of 
Percy S. Ware, as eastern divisional 
sales manager, succeeding the late T. 
Norman Mason. 

Mr. Ware was formerly with Victor 
and Brunswick and later went with one 
of the large eastern radio manufac- 
turers as sales promotion manager. 


v 


Kelvinator Reports Biggest 
Month in 19 Years 


Kelvinator Corp., with the shipment 
of 30,116 units in April, reported the 
biggest month in the 19 years of the 
company’s history. This is an increase 
of 47 per cent over the April average 
for the previous five years. The all- 
time record for a single month had 
previously been held by April, 1932, 
when 25,427 units were shipped. 


E. S. Riedel and Alvin Zinkan 
To Direct Raytheon Sales 


General sales headquarters of the 
Raytheon Production Corp., radio tube 
manufacturers, have been moved to 
New York City, according to an an- 
nouncement by David T. Schultz, vice- 
president and general manager. 

Effective May 15, Edgar S. Riedel, 
formerly of Chicago, became general 
sales manager and Alvin Zinkan, assist- 
ant general sales manager for sales 
through jobber-dealer channels. 





a 


E. S. Riedel 





Mr. Riedel was at one time vice-presi- 
dent of the Reichmann Co., makers of 
the “Thorola” speaker, then general 
sales manager for Raytheon, during 
which time he marketed the famous Ray- 
theon BH tube; later in the same posi- 
tion with the Utah Radio Products Co., 
and more recently assistant general 
sales manager of Grigsby-Grunow, in 
charge of the tube division. 

For the last ten years Mr. Zinkan 
has been associated with the National 
Carbon Co. He was for five years the 
company’s assistant division manager 
in Chicago. He spent much of his 
time in the Eveready Division of the 
company devoting especial attention to 
advertising and promotional work. 

Mr. Schultz, Mr. Riedel and Mr. Zin 
kan will make their headquarters at 30) 
East 42nd St., New York City. 
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Many Years in Electrical Industry: 


Miss E. Laymon, treasurer of the Quad- 


rangle Mfg. Co., Chicago, has many 
years behind her in the electrical man- 
ufacturing business. She knows many 
wholesalers personally, and has had 
some business dealings with nearly all 
of them. Miss Laymon is also chair- 
man of the Service Improvement Com- 
mittee of the Electrical Credit Associa- 
tion. 





Curtis Designs Lighting for 
Standard Brands Exhibit 

Standard Brands Inc. has announced 
that the lighting effects of their display 
at A Century of Progress have been 
entrusted to Curtis Lighting, Inc. 

The exterior of the exhibit has been 
elaborately treated by concentrating 
colored light against the golden back- 
ground of the upper half of the curved 
facade. Powerful X-ray reflectors of 
designed contour have been skillfully 
concealed between the pylons in a re- 
cessed cove or ledge which forms an 
integral part of the building. These 
silver mirrored light units are covered 
with selected lenses and are arranged 
to change in color from red to amber 
to blue with their resultant intermediate 
tints, shades and hues. The changing 
color effects are controlled by automatic 
dimmers. There is enough wattage em- 
ployed in the Curtis units on the ex- 
terior alone to brightly light 225 
kitchens in average American homes. 


v 
McElhinny and Walker to Head 


Frigidaire Sales Divisions 

W. D. McElhinny, former vice-presi- 
dent in charge of sales for Copeland 
Products, Inc., will be in charge of 
the commercial refrigeration division 
of Frigidaire Corp., it has been an- 
nounced by H. W. Newell, vice-presi- 
dent in charge of sales. 

Mr. McElhinny was one of the 
pioneer Frigidaire salesmen when the 
company was a department of the 
Delco-Light Co. From the status of a 
salesman, he rose to the rank of assist- 
ant sales manager in charge of the 
eastern half of the United States and 


later became commercial sales man- 
ager. 

H. J. Walker, Jr., has been promoted 
to be appointed manager of the public 
utility sales division. He startéd with 
Frigidaire eight years ago as an apart- 
ment house salesman, became a super- 
visor and then sales manager in 
Detroit. Promoted to manager of the 
Dayton branch, he later was branch 
manager in Springfield, Mass., New 
Haven, Conn., and Detroit. More re- 
cently he has been manager of the east 
central region of the United States. 
Mr. Walker will headquarter in Dayton. 


v 


Frigidaire Adds 1500 Men 
to Factory Payroll 

Fifteen hundred additional men have 
been added to the factory payroll of 
Frigidaire Corporation, subsidiary of 
General Motors, to make possible peak 
production schedules for household 
electric refrigerators, E. G. Biechler, 
president, announced on May 23. The 
company’s Dayton force now numbers 
in excess of 9,000 persons, the largest 
since 1929. 


v 


"'Leaders''—Arrow-H.&H. Film 
Shows Way to Bigger Profits 


Every electrical contractor wants to 
make bigger profits and every whole- 
saler’s salesman wants to make more 
sales. How they can both work together 
to accomplish these results is dramati- 
cally and convincingly portrayed in 
“Leaders”, a two reel film produced by 
the Arrow-Hart & Hegeman Electric 
Co. 

Within the past few weeks, J. H. Sala- 
dine, manager of distributor sales and the 
Arrow-H.&H. field representatives have 
shown this picture to practically every 
one of their distributors’ organizations 
east of the Mississippi. In most cases the 
distributor’s contractor-dealer customers 
were brought together for the showing. 

In the picture “Dusty” Miller is a new 
salesman for the Wayne Electric Supply 
Co. He is a real go-getter who believes 
that if he selects a few new items as 
leaders and gets his customers to sell 
them, that the staple business will take 
care of itself. So he tries out his ideas 
on contractor-dealer Wallace—and they 
work. 

One step at a time, “Dusty” proves 
to Contractor Wallace that he can make 
a profit on specification bids by selling 
extra items, that a clean, attractive store 
increases inside sales and that he can go 
back to his old wiring jobs and sell these 
customers something more. 

Every incident of the picture is based 
on actual facts, and that is probably why, 
after seeing it, a salesman cannot help 
but be convinced that what “Dusty” did, 
he can do. 





Obituary 


Leon H. Frank 


Leon H. Frank, vice-president of the 
BullDog Electric Products Co., Detroit, 
passed away at Charleston, S. C., on 
Sunday, May 28. 

Mr. Frank was motoring back to De- 
troit with his family, after having spent 








Leon H. Frank 


the winter in Florida. Arriving at 
Charleston, Saturday, May 27, he com- 
plained of illness, was removed to a sani- 
tarium and passed away of a heart attack 
early the following morning. He was 
buried in Detroit on May 31. 

Leon Frank has been a familiar figure 
in electrical circles for the past 30 years. 
He seldom missed a convention of the 
wholesalers, contractors, electrical in- 
spectors or industrial engineers. He is 
survived by his widow, two sons and 
one daughter. 


v 


James B. Olson 


James B. Olson of Stewart Manor, 
New York, died at his home of heart 
disease on Sunday, April 30, in his 68th 





James B. Olson 


year. Mr. Olson was well known in 
the electrical trade throughout the 
country. He was formerly sales man- 
ager for the Habirshaw Wire Co., and 
for the last 10 years, had been a mem- 
ber of the sales organization of E. B. 
Latham & Co., New York City. 
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New Sales 
Opportunities 


A pictorial presentation of 


new and improved products, as re- 


ported by manufacturers of electrical 


supplies, equipment, appliances and 
specialties 











Electric Dishwashers 


Two new models of electric dishwashers 
for home kitchens have been designed for 
display at A Century of Progress. The 
portable type illustrated has square flat top 
finished in chrome satin. The built-in 
cabinet model has stationary sink and lin- 
oleum-covered work table. Both models 
have steel cabinets, porcelain enameled 
dish tanks, a capacity of 55 pieces plus sil- 
ver, baked enamel or rubber coated legs 
and are equipped with % h.p. motors. Con- 
over Co., 3123 Carroll Ave., Chicago, IIl. 
—Electrical Wholesaling, June, 1933. 


Cable Anchor Tap 


The Hixley cable anchor tap is a new 
device which by means of mechanical con- 
nections, not only permits the joining of 
cable, but in addition provides in itself a 
cable support where necessary. Its full 
“floating” feature permits flexibility, al- 
lowing for entrance of the main cables at 
other than right angles. The heavy steel 
mounting plate is drilled for fastening and 





thus provides support, where required, for 
the cable run. The tenacious grip of cor- 
rugated surfaces on cable strands secured 
by positive clamping insures perfect elec- 
trical and mechanical connections. Trum- 
bull Electric Mfg. Co., Plainville, Conn.— 
Electrical Wholesaling, June, 1933. 


Hack Saws and Blades 


These hack saw frames, furnished in 
several sizes and designs to fit all require- 
ments, are sturdy, rigid and well balanced. 
The “Whale Brand” blade, illustrated, is 





of tempered tungsten steel. Features of 
this saw blade are: (1) large round gullet 
which allows chips to curl free and not 
clog teeth, thus preventing breakage; (2) 
keen, sharp edge which insures long life, 
and (3) undercut tooth requiring less pres- 





sure per stroke and less number of strokes 
to cut piece. This undercut tooth is man- 
ufactured under a patented process. Fors- 
berg Manufacturing Co., Bridgeport, Conn. 
—Electrical Wholesaling, June, 1933. 


Cabinet Type Fan 


The beautifully designed steel cabinet of 
this new “Bonair” fan is finished in two- 
toned brown which blends with the most 
tastefully decorated surroundings. Screen 
and cabinet provide complete protection 





from bodily injury and also protect cur- 
tains, draperies, display goods, paper, etc., 
from the fan blades. If desired slow rhyth- 
mic oscillation of cabinet may be secured 
through control lever at back of cabinet. 
Handle at top and back of cabinet provides 
convenient means for carrying. Motor 
rigidly mounted inside cabinet is two speed 
induction type, and is built for 50 and 60 
cycles a.c. for any commercial voltage. 
Century Electric Co., St. Louis, Mo.—Elec- 
trical Wholesaling, June, 1933. 





Oil Burning Furnace 


A new, smaller oil furnace, similar and 
additional to the larger unit announced last 
year, has been designed for smaller homes. 
Having slightly over half the heat output 
of the larger model, the new furnace incor- 
porates no alterations of fundamental prin- 
ciples but has been reduced in dimensions. 
It is rated at a maximum output of 133,000 
b.t.u. per hour, equivalent to 555 square 
feet of steam radiation or 885 square feet 
of hot water radiation, and can be used 
with steam, vapor or hot water systems. 
With addition of a warm air conditioner 
it can also be used with air duct heating 
systems. General Electric Co., Schenec- 
tady, N. Y.—Electrical Wholesaling, June, 
1933. 


Small Enclosed Switch 


The manufacturer claims this to be the 
smallest 30 amp., 2 pole, solid neutral switch 
on the market with a particular appeal to all 
who have oil burner and refrigeration in- 
stallations to make. It is of dualbreak con- 
struction, is front operated. despite its size 





provides sufficient space for wiring with 
out removing the block, and is furnished 
with means for locking in the “off” posi 
tion if desired. This little switch can b 
provided with facilities for the easy con- 
nection of a thermostat or limit contri 
device in series with other apparatus. Colt’s 
Patent Fire Arms Mfg. Co., Hartford, 
Conn.—Electrical Wholesaling, June, 193. 
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Electric Screw-Driver 


This automatic electric screw-driver 
is a production economy factor wher- 
ever machine and wood screws, bolts or 
nuts, are used in quantities in produc- 
tion or on assembly lines. It has sev- 
eral unique features, including ex- 
tremely compact size. The outside di- 





ameter is 2” and its weight only 334 
lbs. It has automatic pressure clutch, 
additionally adjusted through gradu- 
ated scale, and a highly efficient low- 
current consuming fan-cooled universal 
motor. Weight is centered for speed 
and accuracy. The tool is Resistex in- 
sulated throughout. A special station- 
ary centering sleeve, with self-center- 
ing bit, provides an accurate and de- 
pendable adjustment for all types of 
screws and nuts, preventing damage 
to heads. United American Bosch 
Corp., Springfield, Mass. — Electrical 
Wholesaling, June, 1933. 


Electric Timer 


This “Measured Time” electric timer 
is an instrument of wide and varied 
service—accurately timing periods, treat- 
ments, processes, appointments and cook- 
ing, to the measured second. On a pre- 
determined minute it gives a clear-toned 
signal which can be easily adjusted to a 





loud or soft call of long or short dura- 
tion. It is conveniently set from the 
front. It is also an accurate timekeeper. 
This timer is especially serviceable in the 
medical, scientific, industrial and domestic 
fields. It is housed in a Richelain molded 
case which is available in black, ivory or 
onyx finish, List price, $9.50. Measured 
Time, Inc. LaPorte, Ind.—Electrical 
Wholesaling, June, 1933. 


Fan With New Type Blades 


This new type of electric fan is built 
upon an entirely new principle of blade 
design. A greater circulation of air has 
been obtained without the hizz of the air 
stream found with fans of conventional 
design. The three wide blades are over- 
lapping and are so curved that, as the 
blades rotate the current of air is not 
given a rapid and abrupt series of 
pushes, but is uniformly and _ silently 





speeded forward. The 110 volt, 60 cycle 
motor is enclosed in a _ torpedo-shaped 
shell, stream-lined and die cast, which 
also serves as the hub for the fan 
blades. The center portion of the guard 
is omitted, so that the unique shell 
and blades are visible. The base is 
oval in shape and has a curved support- 
ing column with a hinged joint. Finish 
is black enamel with silver-bronze strip- 
ing, polished aluminum blades and 
chrome trimmings; or statuary bronze 
with gold striping, bronze blades and 
trimmings. The oscillating model, which 
shifts over an 80 degree arc, is pro- 
vided with a friction clutch. This model 
is finished in cream enamel with polished 
aluminum blades and chrome trimmings. 
List price, non-oscillating, $13.95, oscil- 
lating, $14.95. General Electric Co., Sche- 
nectady, N. Y.—Electrical Wholesaling, 
June, 1933. 


RectiFilter 


New RectiFilter units, using copper ox- 
ide and tube type rectifiers, are manufac- 
tured to power any equipment requiring 
d. c. units delivering output with a degree 
of a. c. component down to .0002 volts. 
The illustration shows one of the new units 
equipped with a copper oxide dry plate 
rectifier, designed for telephone switch- 
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board service and delivering 24 volts at 2 
amps. from a 115-volt a. c. source. An- 
other model, designed particularly for 
apartment house telephones and other inter- 
phone systems, can be installed in a few 
minutes in place of batteries by connecting 
the a.c. line and d.c. load to the proper ter- 
minals. Other applications include signal 
and clock systems, fire and police signal 
systems and broadcasting requirements. 
Square D Company, Detroit. Mich.— 
Electrical Wholesaling, June, 1933. 


Arc Welding Outfit 


This portable type of electric, motor- 
driven “Simplified” arc welder is espe- 
cially adapted for plant maintenance, 
inside job shop work and other appli- 
cations where it is not desirable or 
convenient to do all the welding in the 
same location. It is offered in four 
models, ranging from eight to 24 KW. 


ae am 





All models are rated at 40 instead of 
25 volts, thus they will handle all kinds 
of welding rods at any voltage, high 
or low, in continuous welding, at full 
rated amperage, without becoming 
overloaded. Other models are avail- 
able for permanent installation for fac- 
tory production welding and for mount- 
ing with gasoline engine driven out- 
fits. “Simplified” features of the en- 
tire line include polarity change, re- 
mote control, inbuilt exciter, and free 
wheeling. Hobart Bros. Co., Troy, 
Ohio.—Electrical Wholesaling, June, 1933. 


High Power Factor Sign 
Transformers 


These high power factor sign trans- 
formers are similar to the manufactur- 
er’s standard line for use with luminous 
tubes, except that they include a capac- 
itor which, when normal tube footage is 
applied, corrects the power factor of the 
sign to a value high enough to be gen- 
erally acceptable to lighting companies. 





The 


transformer is 


case for this 
totally enclosed, because the capacitor is 
treated and filled with a liquid insulation 


new 


and shielded from the transformer. This 
liquid insulation is non-inflammable and 
non-explosive. The transformer proper 
incorporates the midpoint grounded bal- 
ance design developed by this manufac- 
turer’s engineers. It is available for sec- 
ondary voltages of 5,000, 7,500, 9,000, 
12,000 and 15,000. Jefferson Electric Co., 
Bellwood, Ill.—Electrical Wholesaling 
June, 1933. 
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Bakelite Fans 


Four sizes and seven models comprise 
this 1933 line of electric fans. Bakelite 
base and motor case are stain, moisture 
and tarnish proof. The a.c. shaded pole 
induction motor affords quiet operation. 
Motor case may be tilted and clamped with 
a wing nut so that breeze may be directed 
from any angle. Graphite bearings are 
oil-impregnated. The 6” model has four 





blades, while the 8, 10 and 12” models are 
equipped with two blades, of the airplane 
propeller type. List prices are 15 to 25% 
below 1932. Barber-Colman Co., Rock- 
ford, Ill—Electrical Wholesaling, June, 
1933. 


Combination Toaster Grill 


This “Roaster Toaster,” a new double- 
duty grill and toaster designed to retail 
under two dollars, combines many of the 
features of higher priced appliances. Stur- 

















dily constructed, and attractively finished, 
it can be used either in the kitchen or on 
the dining room table. A new type heating 
unit increases the cooking speed and makes 
possible two operations at the same time 
from the same heat. The grill will take 
a full sized coffee pot or frying pan, with 
accommodations for toasting or broiling 
below. Volcano Electric Co., 201 N. Wells 
St., Chicago, Ill.—Electrical Wholesaling, 
June, 1933. 


Fuse Clip Clamps 

These fuse clip clamps eliminate waste 
of current and damage of equipment due 
to faulty contact. They are simply con- 
structed with freely moving jaws which 
are forced together by use of a lever, the 
lever when in place making the clamp vi- 
bration proof. Jaws are wide insuring 
good contact over entire area of the knife- 
blade of the fuse. There are no springs 
or screws and no tools are required to ap- 
ply clamps to the clips. Made in sizes from 





61 to 600 amperes, priced from 50c to $1.00. 
H. S. Creque, 250 N. 11th St., Philadelphia, 
Pa.—Electrical Wholesaling, June, 1933. 





Indicator Fuse 


A “Tell-Tale” disk, in this new fuse, 
increases materially the degree of visibility 
of the fuse link. The brightly colored 


disk is placed in the fuse behind the fuse 
wire and shows up the wire in such bold 
relief there is not the slightest possibility 
of mistaking whether a fuse is blown or 


Nhs 





not. The glass top offers a full window 
for the penetration of light so that the 
fuse wire is always visible. Moreover, as 
glass is a perfect insulator, the fuse is 
shock proof and safe to handle. There is 
a different colored disk for each ampere 
size and the number appears prominently 
on its face and such ready identification 
is sure to make for quick replacement in 
an emergency. Royal Electric Co., Avon, 
Mass.—Electrical Wholesaling, June, 1933. 


"Knockout" Overload Breaker 


The new “Knockout” overload breaker 
is offered for the overload protection of 
fractional horsepower single phase mo- 
tors. It is designed to mount on and 
wire into a standard %” knockout. The 
case is made of bakelite. Overall dimen- 
sions are only 27/16” high, 134” wide 
and 134” deep. The breaker is of the 





thermal, melting alloy type. After an 
overload trips the breaker, it is reset 
from an indicating button; no replace- 
ment parts are required. The contacts 
are silver to silver, single pole, double 
break. The maximum rating is 4 h.p., 
110 or 220 volts, ac. It is designed as 
Class 9020, Type W10. Square D Co.,, 
Industrial Controller Division, Milwau- 
kee, Wis.—Electrical Wholesaling, June, 
1933. 


New Line of Meter Range 
Switches 


This new line of meter range switches 
meets practically all sequence require- 
ments and is designed to prevent current 
These 


theft. switches meet NELA- 





NEMA §sspacine standards, and _ have 
ample space for excess lengths of 
meter leads. When used with six termi- 
nal meters, the switch illustrated pre- 
vents mon-recording. The cartridge 
fuse pull-out has actual knife blade con- 
tacts entirely indenendent of the fuse 
clips. This switch comes with two, four 
and six branch circuit cutouts. The se- 
quence is line—switch—fuse—test link— 
meter—test link—load. Other switches 
in the group have a sequence of line— 
meter — switch — fuse — load, with and 
without safety type main fuse. All 
switches are black japan finish and 
plainly labeled. Cutler-Hammer, Inc., 
Milwaukee, Wis.—Electrical Wholesaling, 
June, 1933. 


Electric Hedge Trimmer 


The light weight and perfect balance of 
this hedge trimmer makes it very easy to 
trim a hedge of any shape from any posi- 
tion. It is a strong and rugged tool with 
a specially designed blade which cuts 





tough or tender growth without damag- 
ing the twigs, has an insulated aluminum 
handle, is powered with a Dumore uni- 
versal motor which operates on a.c. oO! 
d.c. current, weighs only 334 lbs. and 
measures only 18%” over all. It is sup- 
plied with 3’ of rubber covered cord. List 
price, $19.50. Extension cords in 30, 50 and 
100’ lengths are available at slight ad 
ditional cost. Dumore Co., 19 Sixteenth 
St., Racine, Wis.—Electrical Wholesaling 
June, 1933. 
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May Biggest Month Since 1929 
for Altorfer Bros. 


Altorfer Bros. Co., Peoria, Ill., reports 
that May has proved to be one of the 
best months in the history of that com- 
pany’s business. 
large that production has been extended 


to include 100 per cent peak operation | 


LIGHTING 


is one of the outstanding features at 


“A CENTURY OF PROGRESS” 


Orders have been so | 


daily, through a full six-day week. The | 


number of employees is the largest since | 
1929. May will be the largest month | 


since the heydays of 1929. 


Production is centered on a new ABC | 


Washer listing at $100, with better than 
50 per cent of the total sales on this unit. 

To take care of business accruing as 
a result of ABC’s Exhibit at A Century 
of Progress, a Chicago office in charge 
of Silas H. Altorfer, president of Altor- 
fer Bros. Co., assisted by M. J. Brode- 
rick, has been opened in the Congress 
Hotel. 

Vv 


Domestic Oil Burner Announced 
by Kelvinator 
Kelvinator Corp. went into produc- 
tion last month with a new type of 
perfected oil burner for home heating, 
to be distributed largely through the 
company’s existing sales organization, 
according to an announcement by 


George W. Mason, president of the | 


company. 


“The manufacturing and sale of oil | 
burners, which has its heaviest season | 
from June to October, inclusive, fits in | 


exceptionally well with our program 
and will do much to smooth out the 
seasonal production and sales curves 
which always accompany any exclus- 
ively refrigeration operation,” 
Mason said in explaining the new move. 

Present plans call for sale of the new 
Kelvinator oil burner through distribut- 
ors in a limited number of selected key 
cities during this year. No effort will 
be made to get national distribution for 
the new product until a year of mer- 


chandising experience has been passed 


through and future merchandising 


policies set. 





‘And That Is 


E. E. Card, representative of the Wire- 
mold Co., was saying to A. W. Nystrom, 
burchasing agent for McCarthy Bros. & 
‘ord of Buffalo, N. Y. 


; That is what 


Mr. | 





When your customers or friends speak about Chicago’s 
1933 World’s Fair tell them many of the buildings and 
exhibits are lighted with Curtis material and 


ae 
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Partial list of Curtis Lighting at “A Century of Progress”: 


| © Administration Building ® Indiana State 

Air Show, Inc. International Business Machines 
American Optical Company International Harvester Company 
American Radiator Company © Johns-Manville Budding 


® Karastan Rug Mills 
Kohler Company 





v, 





mn 





® Borg Warner Company 
Boye Needle Company 


B hs Wel 
urroughs Welcome Company ® Loyola University Medical School 


Exhibit 
® Master Lock Company 
Medical, Dental & Allied Science 
Women's Assn. 

Merck Chemical Company 
Mallinckrodt Chemical Company 
Michigan State 

Minnesota State 


® National Sugar Refining Company 


® Canadian National Railway 

| Canadian Pacific Railway 

Carbon & Carbide Company 
Central Station Exhibit 

Chicago Faucet Company 
Chicago & Northwestern Railroad 
Chinese Lama Temple 

Cluett Peabody Company 
Committee on Live Stock 
Copper & Brass Association 


® Packard Motor Car Company 
Pullman Company 


© Sky Ride 


| © Eastman Kodak Company 
Enchanted Island 
| 


' take 
yn ag Singer Sewing Machine Company 


Fort Dearborn Massacre Standard Brands, Inc. 
Swift & Company 

| @ General Electric Company 
General Motors Building 
General Motors Power Building 
Gulf Refining Company 


® U.S. Department of Agriculture 
U.S. Department of State 


® Victor Chemical Company 


® Waukesha Motors Company 
World A Million Years Ago 


® Historical Toys 


Hub Bldg. (H. C. Lytton & Sons) 


Curtis Lighting engineered and manufactured “The Geological Time 
Clock.” The new principle of lighting dioramas for many 
exhibits was also designed and manufactured by Curtis. 

*x* x* * 


See Curtis Lighting at Chicago’s World’s Fair and our 
exhibit in the Electrical Building. 


- Curtis Lighting - 


Toronto Paris 


Engineers in Principal Cities 


London 
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TELL YOUR CONTRACTORS 


about the Benjamin Floodlighting line 


c+® HERE ARE TWO NEW ITEMS c+ 





300-500 Watt Open Type 
Floodlight 


A new wide angle, diffusing floodlight 
incorporating the original Benjamin prin- 
ciple of a porcelain enameled reflecting 
surface combined with an inner auxiliary 
reflector of oxidized aluminum. Espe- 
cially designed for the smaller type of 
playground, recreation area, etc., where 
300-500 watt lamps are adequate. 











300-500 Watt “Utility” 


A companion fixture to the Benjamin 
Junior and Utility line. This unit has a 
polished aluminum alloy reflecting sur- 
face, a simple, rugged focusing mechan- 
ism, heat-resisting cover glass and is en- 
tirely weatherproof. 





Win These Extra Benjamin 
Cash Prizes 


In addition to the $10.00 Cash Prize 
awarded by ELectrricAL WHOLESALING 
magazine to the wholesaler’s salesman 
reporting the largest sale of Benjamin 
products during the month. The Ben- 
jamin Electric Mfg. Company will give 
four additional cash prizes each month 


to the four next highest men. The 
wards will be as follows: 

IN I sicicicieisthinisnassiepabacl $7.50 
TRE ee, 5.00 
IID eiicresinisrcttrsciccihennes 5.00 
gg TES 5.00 


Awards will be made under the rules 
governing the “Victory in ’33” contest of 





this publication. 














New York 


Benjamin Electric Manufacturing Company 
Des Plaines (Chicago Suburb), Illinois 


April Prize Winners 


Benjamin cash prize awards for the 
April contest of the “Victory in ’33” sales 
drive have been made to the following 
wholesaler salesmen: 


J. L. Wolf, Allen Electric Co., 
Cleveland, Ohio 


D. O. Manix, Graybar Electric Co., 
Chicago, Illinois 
R. L. Landry, Graybar Electric Co., 


Houston, Texas 


R. H. Kelley, Tri-State Electric Co., 
Sioux Falls, S§. D. 


The company wishes to extend its con- 
gratulations to these men as well as to 
winners in past months. 








San Francisco 











Three New Distributors Ap- 
pointed by Grigsby-Grunow 


John F. Ditzell, general sales man- 
ager of the Grigsby-Grunow Co., has 
announced the appointment of the Nash- 
ville Chair Co., Nashville, Tenn., as 
distributors of Majestic radios and re- 
frigerators in central Tennessee. This 
firm, which does a large wholesale fur- 
niture and supply business, has ap- 
pointed W. H. Lindahl as sales man- 
age.. Another recent appointment is 
that of the Jenkins Music Co., Kansas 
City, as distributor for the Kansas ter- 
ritory. Founded in 1878, the “House 
of Jenkins” has grown from a little 
shop on Main Street to one of the 
largest musical concerns in the coun- 
try. The company employs more than 500 
people and operates branches in Topeka, 
Wichita, Leavenworth, and _ Salina, 
Kans.; Tulsa, Seminole, Oklahoma City 
and Bartlesville, Okla.; Ft. Smith, Ark. ; 
Amarillo, Tex., and Joplin, Mo. 

The Martin Music Co., Springfield, 
Mo., will distribute Majestic products 
in southwest Missouri and part of north- 
ern Arkansas. 


v 


Forecasts Rise in Price Level 


of 20 Per Cent 


“The price level of general merchan- 
dise and commodities will increase fully 
twenty, and possibly twenty-five per 
cent, over current levels, before the end 
of 1933. This can be expected on two 
premises. First, the Washington ad- 
ministration is committed to higher 
prices. Secondly, the public will not 
stand for deflation beyond a certain 
limit without protest—and we have un- 
questionably swept the bottom of the 
chart of commodity and merchandise 
prices.” 

This forecast was recently made by 
E. B. Moran of the National Associ- 
ation of Credit Men before the Syra- 
cuse Association of Credit Men. 








Checking Up on Service Dept:Hoyt O. 
Smith, on the right, manager of the 
electrical division of the Hardware & 
Supply Co., Akron, Ohio, is finding out 
from Carl Kromer just how this new 
equipment gives a complete analysis of 
a refrigeration unit. 
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Trains His Radio Dealers: 


GC 


Mansfield, sales promotion manager, 


Leo J. Meyberg Co., Los Angeles, Calif., | 


has devised a correspondence school 
course for his retail dealers (E. W. Feb. 
33). Mr. Mansfield, who formerly was a 
retail sales manager, has an intimate 


knowledge of retail salesmen and their | 


methods of selling. 





Accident Prevention Campaigns 

Will Stimulate Flashlight Sales 
Several non-commercial organiza- 
tions interested in accident prevention 
will this year conduct publicity cam- 
paigns to induce vacationists to carry 
an ample supply of flashlights and bat 
teries with them. 

Statistics collected by these societie: 
show that a surprisingly large percent- 
age of all vacation accidents are 
attributable to “lack of light’”—such as 
canoeists returning to camp and being 
run down by motor boats in the dark 
campers stumbling over obstacles, tour- 
ists changing tires on the roadside 
without a flashlight, etc. 


This concerted campaign should have 


a decided effect in increasing the vaca- 
tion market for flashlights, for in addi- 
tion to the work of these organizations 
at least one manufacturer, the National 
Carbon Co., will carry through a cam- 
paign of its own, working in coopera- 
tion with some of these societies. 








TODAY’S TREND 
IS TOWARDS IMPROVED PRODUCTS 


“Circle T’ Residence Panelboards 


As business improves the de- 
mand for quality in product will 








MOR-AIR VENTILAT- 
ING EQUIPMENT 


Agents and distributors 
wanted for a new line of 
Propeller Type Ventilating 
Fans and Blowers. Jobbers 
sold only. 


Great Lakes Tool and Die Co., 
7628 Girardin Avenue, 
Detroit, Michigan 











return. 


In Trumbull Residence Panel- 
boards you can obtain the quality 
desired and pay no more for them. 


Prices have been adjusted on 
our entire line of Residence Panel- 
boards and they offer for every 
Jobber's Salesman and Contrac- 
tor a selling opportunity. 





Cat. No. 3206 
6 Cireuit-—Flush Mounting 


Their use is recommended for convenient loca- 
tion in kitchen or hallway in any home, such location 
helping to localize source of fuse trouble and mak- 
ing it easy to replace fuses. 


Supplied as individual units for 
2 to 12 circuits inclusive with 3 or 
2 wire mains and 2 wire branches. 





Cat. No. 2902 
2 Circuit-Surface Mounting 


Flush Mounting—aluminum or gray finish. 
Surface Mounting—black finish. 


For detail description and listing, please refer to 
catalog page 221. 


The Trumbull Electric Mfg. Co. 


@ GENERAL ELECTRIC @ ORGANIZATION 





| Plainville, Conn. 
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The eight portable lamp guards pictured here 
present only a portion of the extensive McGill 
portable guard line. 

















McGill Portables designed to meet every imaginable 
need, bring directed and protected light to every 
job and every worker. 


McGill Portables perform a multiple duty; they guard light bulbs 
against breakage, and guard workers from the danger of serious 
injury. They protect workers from strain due to improper lighting 
conditions, and protect your invested dollars against unnecessary 
losses... Write for our interesting catalog describing the entire 
McGill line of portable lamp guards. 


Ret 


| Electrical Specialties of Quality 
ESTABLISHED 1904 
VALPARAISO - INDIANA 
Box No. 636 









for 


60 Years| 


the name 


YAGER’S; 


has meant the best 
available quality of 


Soldering Salts 
and 


Soldering Paste 


Write for | 
FREE | 
| 


TRADE 





Be Your 
BUY-WORD 


when ordering 


INSULATED 
STAPLES 














Made exclusively by 


S.H. COUCH CO., INC. 


Established 1896 
NORTH QUINCY, MASS. 





Manufacturers of 


Sample 


Private Telephones, Annunciators, 
Apartment Mail Boxes, etc. 








| LET | 





Manages Electrical Department: B. p. 
Toney, who for a number of years cov- 
ered the central Illinois territory for 
a house in St. Louis, is now manager 
of the electrical department for More- 
house and Wells Co. of Decatur, Ill. A 
full line of supplies and appliances is 
distributed by this company. 


Latest Trade Literature 


STEEL & Tuses, INnc., Cleveland, Ohio 
—‘Handbook of Electric Weld Tubing,” 
a 68-page illustrated booklet giving high- 
lights on the manufacture of Steeltubes 
threadless conduit and other welded tub- 
ing products of this manufacturer. 


BENJAMIN Exectric Merc. Co., Des 
Plaines, Ill—New sheets for the “Ben- 
jamin Manual of Illumination Design 
and Equipment Data” cover the lighting 
of playground baseball, small spray 
booths, table tennis and dog race tracks. 

FRIGIDAIRE Corp., Dayton, Ohio— 
“Modern Air Conditioning Equipment 
by Frigidaire—Information for Archi- 
tects, Engineers, Contractors and Own- 
ers.” A 30-page bulletin with illustra- 
tions and layout diagrams of typical resi- 
dential, commercial and industrial in- 
stallations of air conditioning equipment. 

WESTINGHOUSE E tectric & Mrc. Co., 
East Pittsburgh, Pa.—‘Air Condition- 
ing for Health, Comfort and Profit.” A 
non-technical, 16-page illustrated bulle- 
tin on the application and advantages of 
unit air conditioners. 








CIRCLE Mrs.Co. 
OFFERS 


A Complete Line of 
WIRING DEVICES 
For the Jobber 
Circle F Mfg. Co., Trenton,N. J. 























PLYMOUTH 
is a 
Good Name 
to know 
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PLYMOUTH Vines: 
PLYMO gee eh cos PANY, Inc. 


and Boost Tape Sales 


Here is a high quality line of tape that bears a 
famous name and that has established its value 
from coast to coast. It will be good business on 
your part therefore to feature Plymouth tapes 
and make many of those tape users your custom- 
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The way to know all about Plym- 
outh is to see for yourself—We'll 
gladly send you samples and leave 
the rest to your good judgment. 


Plymouth tapes will help you to ers. Even though tape is a small item Plymouth 
achieve "Victory in '33" because tapes will prove to you that they can have a big 
they are the best salesmen any value in producing profits. Begin now—tell them 
auadnnlinaia about Plymouth tapes, that it is the line that meets 
1007, wholesaler protection. the most rigid specifications—You'll make a lot 


of new tape customers. 





Manufacturers PLYMOUTH RUBBER COMPANY, Inc. 
a ee « CANTON, MASSACHUSETTS 





Electrical 
contractors 
cant work 


without tools 


and thereby hangs a tale 
of profits for wholesalers 


You can’t deny the fact that each of the thou- 
sands of electrical contractors who are going 
ys + * > =a Va after business must have tools—and more 
SUPER GRIP nor 
SCREW DRIVER 
The electrical wholesaler’s salesmen can reap 
almost unbelievable returns by practically con- 
centrating on this never-ending contractor de- 
mand for good tools. 


The Forsberg line of Hack Saw Frames, 
“Whale Brand” Hand Blades and “Super- 
Grip” Shock-proof NON-INFLAMMABLE 
Screw Drivers is absolutely unbeatable from 
the viewpoint of practical service, through 
quality and fair price—it is a line of specialties 
with special profit possibilities and it is being 
advertised constantly to your electrical con- 
tractor customers. Ask for wholesalers’ bulle- 
tins showing discounts. 


SUPER-GRIP 


“DeLuxe” Screw Driver 
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This super-salesman 
sells Super-Grip 
Screw Drivers 


it is a counter display fea- 
turing 34 popular sized screw 
drivers. Deep flutes and knurled ridges as 
sure positive grip. Hexagon guard 
prevents slipping of fingers on to 
blade in electrical work, and pre- 
vents driver rolling away when not 

in use. 


ihe FORSBERG MANUFACTURING COMPANY 


BRIDGEPORT. CONN.U.S.A 




















